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Buying on a Jazz Style Jag 


More “Lemons” Than Lilies on the 


Y opinion and im- 
pression of. shoe fairs 
and so-called style 


shows, and the value derived 
by the retailer from these 
hurrah gatherings, has been 
asked. 

Personally, I believe - the 
shoe retailers of this country 
as a whole have been greatly 
benefited by the conventions 
and style shows that have 
been held once a year for a 
numbers of years past, and 
which have been conducted by 
leading retailers. The bringing to- 
gether of the small town merchant 
and his successful city brother mer- 
chant has been of great value to 
both, and these conventions should 
be heartily supported, not only by 
retailers but by. manufacturers as 
well. 


the 


I am, however, opposed to the vari- « 


ous shoe manufacturing centers 
putting on so-called style shows, or 
reviews, and telling the merchants at 
large that they will have on exhibi- 
tion the last word in “warm babies” 
and “hot puppies,” and unless the 
retailers buy ’em they, the retailers, 
must close their doors. 
Merchants of today must 
longer profits if they are to 
and permanent longer profits are 
possible on “lullaby styles” 


un 


Merchants’ Shelves 


By Herbert N. Lape 
Julian & Kokenge Co, 





Merchants of today must have longer profits if 
they are to exist, and permanent longer profits 


are not possible on “lullaby styles” 
fromthe’ skins of unborn moths. Quality 
footwear, combined with repeat 


only solution to the mark-up 


from the skins of unborn moths. 


money today knows this to be a fact, 
and he is not on a pattern and jazz 
style jag, but is buying merchandise 
of quality that causes repeat sales 
and that inspires confidence in his 
sales force and his customers. 





made 
style, offers 


problem. 


to gamble that if any mer- 
chant who has made a prac- 
tice of buying ‘lfbérally at 
these various shows will take 
an inventory of his jazz buys 
he will find more “lemons” 
than “lilies” on his shelves. 
None of the. fifty or’ seventy- 
five outstanding and success- 
ful. retailers of this country 
places orders of any size at 


If one will but take time 
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‘Snakes in Garden of Style 


It has taken thousands of centuries for the modern Eve to correct that story about the 

serpent in the Garden of Eden. Adam was the first shoe cobbler and the apple of his eye 

was the creation of reptilian footwear.. Those were the days before calf and kid, and we 
leave it to you what materials were used for foot covering, if any. 

Many women have a fascination for reptilian effects in bags and footwear. Perhaps she 

thinks that by using the snake’s skin she is getting square with him for the story started 


so long ago that women make fools out of men—or men out of fools. 
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For the ultra-smart dresser in Paris, j 
hat, gloves, hand bags in boa con- 
at strictor is the extreme novelty of the 1 
ae season. The effect is startling when ri 
all of the accessories, including shoes, t 

; are in this lustrous snake. It just 
es proves that for novelty sake a woman I 

z will forget her natural timidity of 
reptiles. Fashion makes the demand. ' 
t 
3 
t 
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All the leathers of the jungle ‘ 
have a place in the footwear t 
of Paris. Here is a boa con- I 
strictor effect in natural colors ¥v 
combined with a collar of gold . 
kid and a strap of the same. t 





The slipper line is cut in a par- 
tial D’Orsay effect. 





thority on reptilian effects and 
for a time not an original rep- 
tile skin could be obtained in 
this country because one big 
retail buyer went into the mar- 
ket and gobbled up everything. 
The great achievement of 1926 
was the Perc age of the 
tanning of reptile skins, not 
only with their natural luster, 
12 rua Fagen i ruse 
tintings. e can now 
tel finishes of stots tania 
in every color from orchid to 
high green. 











Pearlized lizard is the latest luster effect in materials developed 
in Paris. It has a very high gloss finish arid the mottle of the 
leather reflects the light in directions. This is an evening 

wear slipper with narrow binding in bright green... ©... 
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HE third day’s session of the 

I Southwestern Shoe Retailers’ 

convention was ambling right 
along. Jesse Adler was saying, “We 
must bring out style shoes for men, 
so that when a man does change his 
shoes he will put on a distinctly dif- 
ferent looking pair. He will not 
only be more comfortable through 
this change, but his feet will look 
pleasing and different. 

“You can double your men’s busi- 
ness without fighting your competi- 
tor by getting more shoes sold to 
your own customers and by making 
them more shoe conscious.” 

Up spoke.a merchant from a small 
town, saying: “What surprises me 
in the last month or so is the number 
of men that have been coming in 
and asking for boots.” Then fol- 
lowed a surprising chorus of the 
same sort from Charles Williams, 
Lee Langston, Otto Schultz, Joe 
Mullin, and in tossing back and 
forth the idea many a merchant said 
to himself, “Men want the height of 
leather and protection that a boot 
will give, and I’m going to see if 
there isn’t a market for them.” 

Another point in covering the 
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_He’s Covering His Ankles 


Have We Found the Vulnerable Point 
in Seasonable Weather ? 


In northern latitudes the over-gaiter 

business this season has been continu- 

ously ringing the cash register bell. The 

flapper started it—but the man is trail- 

ing not far behind. The next move 
is brown colors 


ankles—the sale of galoshes has 
been greater this year than ever be- 
fore in the history of the rubber 
business in the sale of men’s foot 
coverings. The demand has been so 
great for the arctic, gaiter ard over- 
shoes that this has shortened up the 
demand for the low rubber. That’s 
a point in merchandising that is of 
immediate moment. 


» has sold as well as spats for men ad- 


dicted to oxfords who want ankle 


spat weather. Now,.4 


_ these box’cloth spats for, street’ wear. 
* and a pair of the all patents for your — 








P. M. Many customers buy both 
kinds. Two or three pairs of high 
grade shoes, a couple of pairs of 
spats, shoe trees, stockings and 
whatever other accessories the cus- 
tomer needs, makes a respectable 
sized sales slip. These extras are 
never “pushed,” but introduced in 
the sales talk at the proper time and 
in the proper manner. 

This store has developed a phe- 
nomenal trade in these extras under 
the able direction of C. L. Burgoyne, 
so that this profitable part consti- 
tutes a good 10 per cent of the total 
sales. 


VERYTHING in hosiery is ear- 
ried, from the two inch diamond 
golf patterns of red, brown and yel- 
low to the conservative silks. -Golf 
hose driers find a ready sale, too. 
These wooden boards retail for $1.25 
for the half hose and $1.50 for the 
full hose. Trees, spats, rubbers, ho- 
siery, fitted boot-jacks, etc., are all 
sold successfully through the sugges- 
tion method. : 
Burgoyne finds that people like té 
be sold things better than they used 
to and they are willing to pay a fair 
price for them. 
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More Real Art in Footwear 


Artistic Blending of Color and Pattern Necessary 
for Shoe Success in 1927 


will be one of the most color- 
ful seasons that the footwear 
trade ever has known. Color is 
touted as the dominating note in 
spring shoes. This is true. Color 
will dominate, but it will not put 
pattern in a subordinate position. 
Several trade leaders have as- 
serted that pattern will count for 
little in the spring, 1927, shoe pic- 
ture. This is a grave error. While 
color will dominate, that very fact 
throws pattern into still bolder re- 
lief. While no one pattern can be 
pointed to as the probable fashion 
leader, the fact that color throws the 
shoe into such prominence means 
that the pattern must be absolutely 
right to carry out the color scheme. 


BF witte on is agreed that 1927 


OLOR is a beautiful medium in 
which to work, but also one of 
the trickiest. It takes an artist to 
use color properly, and the pattern 
of the shoe also must have artistic 
value. There must be a_ proper 





Mr. Wolfelt is 
credited with 
being the first 
shoe man to 
use living mod- 
els for the: test- 
ing of the fit of 
a shoe. He fits 
every new pat- 
tern and {fast 
upon at least 
fwo models, to 
insure an abso- 


By Curt Wolfelt 
Curt Wolfelt, Inc. 


blending of colors; as well as a 
blending of color with pattern. 
This, in my opinion, will be the main 
development in women’s high style 
footwear for the year 1927. 


OLOR must be used judiciously. 

It is not wise to rush into large 
splashes of color. Rather delicate 
blendings and contrasts will prevail. 
For instance, we are using, for 
many of our spring models, bases of 
Pastel Parchment, Water Lily, and 
similar colors, and apply over them 
in delicate pipings blues, greens and 
reds, and sometimes combinations 
of these colors. Almost all colors of 
the rainbow can be properly used, if 
the artistic combination is correct. 
It is difficult to lay down hard and 
fast rules. The designer must have 





















an artistic sense and a feel for color 
combination which will guide him in 
his selection of shades to combine. 
In addition to this he must have a 
sense of line and proportion. It will 
be easy to spoil a good pattern with 
the wrong color combination and also 
to ruin a good color combination by 
applying it to an unsuitable pattern. 


E light, delicate sandal types 
of footwear lend themselves ad- 
mirably to the new color treatments. 
Then, too, there is no limit to the 
materials that may be used. We are 
experimenting with some materials 
that never have been used in shoes 
before. The new metalized leathers, 
various new fabrics, and embossed 
and printed color effects on all sorts 
of leather can and will be employed 
in the making of shoes for spring, 
1927, but they must not be used in 
hit-or-miss fashion. They must be 
worked up and developed by real 
artists. 


lutely perfect 
fit.. This test- 
ing of the shoe 
upon a_ living 
foot also gives 
a line on the 
artistic value of 
the shoe. Here 


oxford pattern 
for the benefit 
of a bryer 
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have ideal pump feet, esti- 

mates a shoe man who has 
made a special study of the matter. 
The ideal pump foot is the full grown 
foot of symmetrical proportions. 
It takes a foot like this to wear a 
pump, because the pump is primarily 
a shoe of symmetrical proportions. 
It depends upon its symmetry, or 
graceful shape, for its style. 

A pump ought not to be fitted to a 
young and growing foot, and worn 
by that foot continuously. Nor 
should it be fitted to and worn by a 
foot that is growing old, and is de- 
clining. This throws a large num- 
ber of women out of the class of 
those who may properly wear pumps. 

It takes a mature foot of a not too 
heavyweight woman to wear a pump 
properly, because that foot has a cer- 
tain firmness and a certain flexibility 
and a certain plumpness that will 
hold the pump securely to the foot 
without the aid of straps or other 
attachments. 

If a foot has too much flesh, the 
pump will bite into it, and raise a 
puff ball on the instep. It it has too 
little flesh, the pump will slip from 
it because there is not enough foot 


| ESS than 25 per cent of women 


Watch Throats of Pumps 


Many of Them Are Too Tight 


for Fleshy Insteps 


substance to provide a grip for the 
pump. If a foot is not in good pro- 
portions, in relations of length and 
width, contour of heel and toe, and 
so on, it can not be fitted properly 
with a pump, excepting, of course 
that the pump is one of special 
measurements, such as may be made 
to order. 

It takes an approximately perfect 
foot, normal in shape, firmness, flexi- 
bility and flesh, to wear a pump 
handsomely, meaning correctness in 
fit, style, comfort and ensemble. 

A pump that is proper in fit should 
touch upon and hold to the foot just 
right at all the points of fit, namely, 
the toe, the heel, the instep and the 
side walls. It is presumed that the 
sole pattern is correct. Fitting 
pumps to the foot is a matter of fit- 
ting the pattern of the upper. 

A pump should fit smoothly around 





Higher pumps than ever before. 20/8 
and 22/8 heels are taking the place of 
16/8 heels of last season 
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its top, not slipping at the heel, gap- 
ing at the sides, nor biting into the 
instep. The measurements of the 
opening in the top of the pump, 
chiefly the distance from the back 
stay of the quarter to the mid-point 
of the throat of the vamp, have been 
fixed, and are respected by all makers 
of proper lasts and patterns. This 
measurement is important. Bear in 
mind that the smooth fit of the pump 
depends much upon the way its top, 
or collar, hugs to the foot. There 
are no straps, or other fastenings to 
hold the pump to the foot. It sort 
of hangs to the foot by its collar. 


HERE is a theory that the foot 
should fit as deep down into a 
pump as can be. This point is gained 
by thickening the wood toward the 
bottom of the last. The wood of the 
top of the last is thinned correspond- 
ingly. Particular effort is made to 
get the heel of the foot low down into 
the heel seat of the shoe. The intent 
of this is to give the heel of the pump 
a chance to get a good strong grip on 
the heel of the foot, so that it will 
not slip. This effort is blocked to 
some extent by the present fashion 
[CONTINUED ON PAGE 35} 





Grouped around this caption are 
four types of shoes built up on a 
pump ioendation. The button strap 
shoe at the left fits more feet sat- 
isfectorey om any other shoe pat- 
tern. 16/8 pump above tt +. 
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Have a Care on Colors 


HE worst thing that could happen to the shoe 
trade would be a series of January clearance 
,sales dumping some of the left-over colored shoes 
_of last season just previous to the birth of a new 
-eolor year. 
!. Some of the enthusiasm of some merchants for 
colors in 1927 has been predicated on the fact that 
‘they had in their possession hundreds of pairs of 
_blond kid shoes that they were caught with previous 
to the deluge of black. These merchants welcome 
‘a.color season for the double reason of insuring a 


‘salability of their old stock and an acceptability 


of colors nationally. 

~~ There is no question but what we are in for a 
real color year. Already in the far southern points 
the new colors are being called for by the public. 
One store has fifteen new lines of color kids to offer 
to the public prior to Christmas and that’s going 
some. 

There is the greatest opportunity in the world 
for the shoe trade to sell two pairs of shoes pre- 
vious to Easter. There is going to be a demand in 
January and February for one shoe, and its color 
should not be exceedingly light in tone. The sec- 
ond shoe that sells in the later days of March and 
early April—the real Easter shoe—can carry a 
lighter tone of color. Those two points offer a real 
selling opportunity this coming season. Therefore 
don’t spoil the rainbow by dumping colored shoes 
at clearance prices in January. 


_A Page Out of the Past 


OW many shoe men recall a scene like this: 

= “The deacon walked down the aisle pass- 
ing the collection basket. Nickels and dimes 
clinked into the receptacle. As the deacon passed 
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me his shoes made the most delicious music. To 
my boyish mind this was the height of elegance. 
Such squawking! Such squawking! With each 
step those wonderful shoes gave forth richly ca- 
denced, rhythmical accompaniment. Screak! 
Scrawk! I was determined that when I grew up 
I should have just such shoes.” 

What would the modern congregation say if 
their deacons wore such shoes today? 








Here’s a Hot One 


N a small town out on the coast, a RECORDER 

man visited a shoe store that has the most 
unique method of disposing of unsold merchan- 
dise. All shoes that cannot be sold at regular 
prices, or else are left on hands because of other 
considerations are dumped into a big cracker box 
which reposes on a rough table in the rear of the 
store. A card is placed on a stick fastened to the 
box by a half-driven nail. The card announces 
that any shoe in the box may be purchased for the 
sum of $2.50. In that box are shoes that were cur- 
rent style in 1916. White topped button boots 
with long, narrow toes. High topped lace boots. 
Cloth topped boots. All kinds of boots and low 
shoes that were good back in the early nineteen- 
thirteen-fourteen period. “People paw over ’em 
and occasionally buy a pair,” said the store keeper. 
Yes, occasionally is right. The occasions are as 
rare as hen’s teeth evidently. 


Advertise Most When Most 
Needed 


O the merchant who says he cannot afford to 
advertise when business is poor, we respect- 
fully refer the following old fable: 

A donkey fell into a pit. A wise old crow flew 
overhead and asked: “Why do you not call out for 
help?” The donkey replied: “I must save my 
breath. If I should call out. for help my breath 
would ‘soon be expener: and. I would die the 
sooner.” 


Sell Them an IDEA 


M EN are evidently uninterested in shoes. But 
they are interested in golf, football, automo- 
biles and a hundred other things. That is because 
they have been sold the IDEA of golf, foot ball 
and other things. The automobile people have sold 
the IDEA of TRANSPORTATION. Cars are not 
sold as “pleasure vehicles” any more. They are 
offered as means of going some place. Millions of 
dollars invested in golf courses are inveigled out 
of golfers’ pockets on the IDEA of Health and 
outdoor recreation: It is futile to talk to men 
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about shoes simply as shoes. But they might be- 
come interested in shoes as Health Giving. Women 
will not listen to the health plea. But men, and 
especially men of advancing years, will take heed. 


Welcome, Stranger 


CERTAIN merchant’s association in a West- 

ern town supplies its members with a list 

of each newcomer. Then the live merchants 
write a letter and extend the greetings and wel- 
come of the town to the strangers. That is good 
business. It makes the new arrival in the town 
feel that he has landed in a friendly community. 
A famous hotel uses this form of greeting when 
calling guests in the morning: “Good morning, 
Mr. So and So! It is six o’clock. That was the 
time you wanted to be called, was it not?” The 
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“Juniors” Not “Kiddies” 
HAT boy likes to be classed with “kiddies?” 
When a boy goes into grammar school he 
immediately becomes the imitator of the boy who 
is older. He considers himself almost a man. He 
picks out an idol and worships some bigger boy or 
man. When you talk to him about “children’s 
shoes” or “shoes for kiddies” you insult his dig- 
nity. Use the word “Junior” or “Man in the Mak- 
ing” and see how favorably he reacts to it. 
* . * 
OMPETITION is quicksand into which a shoe 
merchant steps his feet when he begins imi- 
tating his neighbor down the street. Individuality 
is the fine art of being yourself. Find out what the 
other fellow is doing, by all means, then do it as 
differently as possible. 








grouchiest man loses his morning mad when he e eyoee : 

hears that dulcet tone CHAIN is no 

over his room phone in f~* “wy fy stronger than its 
ee 3 weakest link—so said 


the early morning. 


* * * 


VEN a queen is not 
exempt. The illus- 
tration of Queen 
Marie’s feet in a publi- 
cation shows that some 
“shoe dog” misfitted 
her with a pair of opera 
pumps that bite into 
her insteps. Poor 
queen! Even Her Royal 
Highness could not 
escape the blighting 
touch of the misfitter. 


* * * 


AN FRANCISCO is 
said to be taking to every week. 
goloshes.. It was stated 
that the city by the 
Golden Gate would 
never accept such foot- 
wear. Thus it is dem- 
onstrated that college 
fads will influence great 
municipalities. One of 
the most uncertain 
things on earth is pyb-- |} 
lic acceptance. When a soe 
man declares that “it 
cannot be done” the 
public may be just in 
the act of doing it. 
You never can tell what 
the public will pick up 
next. 


salesmanship, window 


week, 











The Reason Why 


F. M. CHILSON 
McAlester, Oklahoma 


I can truthfully say that I have never had a 
trades journal eriter my place of business that is so 
thoroughly read and appreciated by éach and every 
one of my salesmen, as well as myself. 

We feel that we can look forward to seeing the 
latest styles in shoes and hosiery in the many beau- 
tiful advertisements which the RECORDER always car- * * * 
ries. Also we have ordered many “fast selling” 
numbers from these advertisements. 

Then again, we read many helpful suggestions on 

indow-trimming, 
slow-sellers move, which are appreciated. In fact, 
the articles are so interestingly written that we would 
have to be dumb not to gain by reading them. 

We feel that we cannot run our store successfully 
without the Boot AND SHOE RECORDER coming to us 


every 
But the market-place does 
subscribers every week and t 


ctate it. 
cat spills aoa shes tle mae 


a wise man long ago. 
The weakest link in the 
chain store is standard- 
ization. Volume pro- 
duction is the only way 
to make shoes at low 
prices. New and 
changing styles’ will 
make hard sledding for 
the standardized store. 





YOUNGSTER sug- 

gested a new idea 
to his employer. The 
boss rather gruffly said: 
“We have never done 
anything like that in 
this business, young 
man.” The youngster 















and how to make 














Yours very truly, came back with this hot 
(signed) F. M. CHILSON. one: “I know it and 
-that is why I suggested 
All merchants cannot come to the market-place it. I a how badly 
to all Reconver || We need it.” a a 
sure do appre- = 
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Something New in Style Shows 


Leading Merchants in Each Section of Country 
to Choose Runway Shoes at Chicago 


REAT progress is being made 
G in arrangements for the Na- 
tional Shoe Retailers’ Asso- 
ciation convention to be held Jan. 4, 
5, 6 and 7 in Chicago. 

A real thrill has been promised 
in the style show. Each region 
throughout the country will fea- 
ture shoes salable in that district. 
The leading merchants of each of 
these geographical sections will 
have models on the runway with 
shoes of their own selection. 

A brand new feature in runway 
procedure is being developed. The 
long, narrow runway will not be 
used. Instead, seven platforms 
about 8 ft. square will be used for 
modeling. On these seven plat- 
forms the girls will show the shoes 
of each of the sections of the coun- 
try. The girls will pass from one 
platform to the other so that mer- 
chants of ‘shoes gathered close 
around each of these tables can ex- 
amine the shoes carefully and 
closely. 

One of the recent centers to join 
is Cincinnati. The decision was 
quickly and unanimously made on 
Friday, Dec. 3, 1926, at a meeting of 
Cincinnati retail merchants, held at 
the Cincinnati Club and attended 
by representatives of leading shoe 
stores. 


T was determined to have two girls 
representing this city and the 
enthusiasm was so great that pos- 
sibly the number will be increased 
to three. 
The Misses Cincinnati will show 
sport shoes, daytime shoes, semi- 


aie 


dress shoes, dress shoes and even- 
ing slippers and they will offer to 
all attending the convention and 
particularly to those from the Ohio 
valley district the opportunity of 
seeing a practical demonstration of 
just what types leaders believe will 
be good for retail selling for spring 
and Easter, 1927. 





Wholesalers’ Show Jan. 10-11 


BosTtoN—The fifth annual Whole- 
salers’ Shoe Style Show will be 
held in the ballroom of the new 
fifteen-story Elks’ Hotel, opposite 
the Metropolitan Theater, on Jan. 
10 and 11, 1927. Almost 100 ex- 
hibitors will display their spring 
lines of shoes in the booths of the 
grand ballroom, and in the sample 
rooms above. 


ERSONAL invitations to over 
6000 buyers have been issued. 

A spectacular runway pageant 
will be held each evening from 8.30 
to 10 o’clock. There will be 80 
models. Preceding and during the 
pageant buyers will be entertained 
by dancing and ballet numbers by 
professionals. 

Clyde McArdle, well known the- 
atrical director, and “Chief Smiler” 
of “The Smilers,” who broadcasts 
through Station WNAC each Thurs- 
day evening, will stage the unique 
style show. Morey Pearl and his 
broadcasting orchestra will enter- 
tain throughout the show. 

The style show will be divided 
into three parts—first part, in- 


termission and second part, with 
an entire change of stage scenery, 
equipment and lights. The cos- 
tumes in the first act will be entire- 
ly different from the costumes in 
the second act. 


Boston Buyers’ Show Jan. 10-12 


Boston—“Miss Cinderella of 
New England” will be picked from 
the models at the Boston Shoe Buy- 
ers’ Show of Jan. 10, 11 and 12, to 
be held at the Copley-Plaza Hotel. 
Ned Wayburn, New York theatrical 
producer, will produce the runway 
show at the Copley Plaza with a 
brand new performance each even- 
ing. A luncheon will be served free 
to buyers and exhibitors from 5 to 
7 o’clock each evening. 

The chairman of the style show 
committee is Frederic W. Howe of 
the Cushman-Hollis Co. John Gor- 
man of Murphy, Gorman & Water- 
house is chairman of the exhibits 
committee. George Barkin of A. R. 
Hyde & Sons’ Co., heads the regis- 
tration committee. Harry Huckins 
of Huckins & Temple, is chairman 
of the reception committee. Major 
John B. Atkinson is in charge of the 
hotel and transportation committee. 
The opening night, Monday, Jan. 10, 
will be called Southern Night, when 
New England entertains her friends. 
from Dixieland; Tuesday, Jan. 11, 
will be called Western Night, when 
New England entertains buyers 
from the West; Wednesday night, 
Jan. 12, will be devoted to “The 
Big Shoe Buyers’ Frolic.” 
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The Public Wants Better Shoes: 


By Charles L. Thompson 
The Bedell Co. 





INETY per cent of the women 
N of this country have the 

same likes and dislikes in 
styles of footwear. Human nature 
is pretty much the same—I have 
found this out in operating shoe 
departments in New York 
City, Portland, Ore., Detroit, 
St. Louis, Chicago, Cleveland, 
Milwaukee, Syracuse, Pitts- 
burgh, Brooklyn and Phila- 
delphia. Such a geographic 
placement of stores verifies 
that fact. 

I know more about the 
stocks in these various 
departments right 
in my New York 
office than do the 
buyers them- 
selves. Yet, I find 
it necessary to 
make periodic 
visits to stimu- 
late selling and to 
get the contacts 
of customers 
with the depart- 
ments. Any mer- 
chant that 
studies his fig- 
ures in a- place 
apart from his 
store can sense 
the true value 
and salability of 
the shoes by 
their movement 
on the chart. 


O uniform is 
the swing of 
style that what 
-we do in one store 
is made obliga- 
tory in all eleven, 
and any change 
of policy is auto- 
matic. If blacks slow up in Pitts- 
burgh they will do the same thing 
in every other store. If a color sells 
well in Chicago, look for a similar 
selling activity everywhere else. 
This isn’t entirely automatic, be- 
cause sometimes a pattern needs a 
different last for New York, whereas 
the rest of the stores have more 
points in common. 
The basis plan is to have the right 
‘thing at the right time. It is very 


the style game. 


he 
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There never was a better fitting shoe on a woman's foot than a 
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says: 
it be known nati 


necessary to plan your work if you 
are to get results in eleven stores, 
and any merchandise bought must 
have a little touch of distinction to 
assure its national salability. Oc- 
casionally a surprise can be sprung 
on the public, but the basis of it is 
an understanding of what is wanted 
when it is wanted. Quite a number 
of years ago I sprung white kid 
boots in December. It was an un- 
usual feature, radically different 












from the run of demand, 
but every move in the sur- 
prise was thought out. 
The shoes were 
bought, the advertise- 
ments set up, and at 

the right moment 

the shoes were 
\ shown to the 

: \ public. 

\ Acceptance, 
came _ because 
every step in 
merchandis- 
ing was coordi- 
nated. It is good 
from time to 
time to get the 
reputation for 
being distinctly 
ahead of the 
game. The pub- 
lic appreciates it. 


EVER forget 

that the wo- 
man customer of 
today knows ev- 
ery move of style. 
Oftentimes they 
know more than 
the buyers them- 
selves. If I could 
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HE cat is out of the bag, the 
‘curtain is lifted, and spring 
secrets are unfolded insofar as 
colors are concerned with manufac- 
turers who weave fabrics, mix colors, 
and with tanners of leather for foot- 
wear. 
Both here and in Europe there is 
a renaissance of white and pure 
pastel colors which are next door to 
white. For several years light, soft 
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How Light Will Colors Go? 


Authentic Survey of Fabric and Shoe Outlook 


By Eugene Franklin Peirce 


And for variety. Light leathers 
are trimmed with contrasting colors 
accepted by colorists for the coming 
spring and summer seasons, as will 
be seen from the following carefully 
thought out analysis of the oncoming 
color movement. 

At the racing meets in France, 
women of the nobility favored pure 
French pastels only a few degrees 
removed from white, and the soft 








mien, § 
hy 


OR hy 














Style Analysis—The T strap up the front of the foot is being altered 


into a number of interesting variations. 


The assymetric effect, the 


woven center, and the interwoven straps. 


colors have been loosely classed as 
pastel, but now we are to have the 
real thing. 

White, however, heads the list. 
The Queen of Spain chose white for 
hat, hose, dress and shoes for outing 
wear during her recent spring visit 
to France. Her Majesty, Queen 
Marie of Roumania, chose white as 
a fitting background for her royal 
diadem when she dined at the White 
House with President and Mrs. 
Coolidge. 

Three shades of a given color meet 
on common ground in dress, and in 
a less pronounced form the same is 
true of shaded colors in footwear. 
One outstanding example is pre- 
sented. A white strapped sandal in 
a soft water lily white is trimmed 
with a pure white leather. Thus a 


refined and pleasing harmony is pre- 
sented. 

Similarly, tans deepen into soft 
browns and still lighter shades of 
café au lait, mostly lait, shades off 
into slightly deeper tones somewhat 
allied to light tan. 


tone represented outnumbered any 
previous array of tints and of tone 
ever seen at an outing in France or 
elsewhere. 

Pinks in variety—shading from 
flesh to rose—were much in evidence, 
as were tones of rose beige, a duller 
shade of rose. Both of these series 
of rose shades are top liners with 
buyers who make a close study of 
colors everywhere. 
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Nevertheless, all the blues of sea 
and sky were more in evidence dur- 
ing the spring outings, since the 
range exceeds that of pinks, and for 
the additional reason that blues are 
both a staple and a novelty at pres- 
ent writing. 

“What a heavenly blue!” ex- 
claimed a woman when passing a re- 
tail counter on which was displayed 
a sky blue metal cloth enriched with 
“silver threads among the blue.” 
“Give me a dress length,” and never 
asked the price, which was twenty- 
five dollars a yard. 

All blues are highly regarded— 
Copenhagen, nattier blue, shading in 
sequence right down through all the 
light navies to men’s wear blue, 
which is now both a staple and a 
novelty. After the blues of sea and 
sky comes the lavender blues of 
flowers, of which cornflower or any 
blue with a lavender cast is a good 
example. 


Y the way, the first spring ’27 
model dress made in Paris and 
shown by one of the fashion kings, 
who both sets and furthers styles, is 
in a pastel shade of cadet blue. And 
so blues in infinite variety will have 
first place for volume selling. 
Numerically speaking, beiges and 
tans are next in favor, for the rea- 
son that they are standard combing 
colors with blues and for the addi- 
tional reason that they stand alone 




















Style Analysis—New effects in foreparts are achieved in fine footwear 


by the use of new materials. The fir 


st one shown is a perfect mesh 


of sequence; the second a white kid shoe with black inlays of leather 
and the third a straw vamp in a dozen shades of brown. 
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for coats, dresses, blouses, hats, 
shoes and for all accessories. More- 
over, tans rank high in metal cloths 
for wraps, dresses and for accesso- 
ries, especially leather bags in va- 
riety for the use of travelers. 


ROM present carefully made esti- 

mates yellows have next consider- 
ation, although yellow casts will sell 
more freely than primary or secon- 
dary yellow, for the reason that the 
color movement is toward soft tones 
principally, except for women who 
attend sporting events, where there 
is no limit placed on display in dress. 

For example, at one of the most 
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Style Analysis—W ith inlays on the quarter a long strap of the collar 
comes right to the throat leaving an opening at the side. A wide band 
across the center of the second illustration is of iridescent kid and is 
gore controlled. The third illustration is of a novelty strap insert 
where the ends are tucked within the quarter. 




















Style Analysis—In Paris they are using straps in the shape of wider 
bands that have ornaments thereon covering the goring underneath. 
The goring serves as a concealed method of adjustment. 


Watch Throats of 
Pumps 
[CONTINUED FROM PAGE 29] 


of very high heels, which tend to lift 
the arch as well as the heel of the 
foot out of the shoe. This lifting up 
of the heel and arch lifts the crown, 
or upper surface of the foot up above 
its normal level. If the collar of the 
pump is correctly made, it will hold 
tight to the crown of the foot, as 
pushed up so that the pump will fit 
neatly and smoothly to this part of 
the foot. 

Another theory is that the pump 
should fit tightly at the heel and toe. 
At one time, both last makers and 
shoe fitters undertook to have the 
pump press against the heel and toe, 
so that by exerting pressure at these 
points the pump would hold snug to 
the foot. But comfort requires some 
toe room, and, also, some flexibility 
of the feet. It is better to have the 
pump fit snugly around the top, so 
that it will hold to the shoe, rather 
than to have the pump bite the foot 
with a sort of a bull dog grip so that 
it can hold on. 

It is quite possible that some shoe 


favored races held in France, a 
woman all in white rode in a black 
car, while another all in red drove 
a red motor. In the meantime, an- 
other was in graduated shades of 
blue and the same color plan was 
carried out in the body and trim- 
mings of her machine. 


AIZE and honey yellows, espé 

cially golds, are highly re 
garded for combination purposes 
with blues and soft greens, which are 
to be retained for both day and eve- 
ning. 
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Style Analysis—The strap must have a purpose. It can be made intric- 
ate as well as interesting. The first one shown is a cross over strap, -° 
the end of which comes under the shank and is fastened by a buckle. 
The second one has a piece of goring underneath the center of the ° 
strap, and the third one is an interlinked effect in a woven strap. 





to the foot, regardless of the manner 
in which the vamp and quarter fitted. 
The ankle begins to thicken above the 
line of the top of the pump as fitted 
to the shoe. The ankle bone projects 























36 BOOT AND SHOE RECORDER 


O. 


Peoples Ideas) 


by Harry R-Terhune 


Different Ways of Using 
Advertising 


OU may remember the ancient 

story about the second hand 
clothing man who, when he wished 
to make an immediate sale of a suit, 
placed an empty pov«etbook in the 
garment, and said to his victim: 

“This suit just came in from Mr. 
Morganbilt.” 

The Kennedy store in Boston sells 
both shoes and clothing, nothing 
second hand or even second season 
for that matter. Some Churchill 
and Alden shoe booklets designed to 
be mailed, came in 100 late for that 
purpose. The shoe manager con- 
ceived the idea of turning this adver- 
tising material over to the clothing 
department and having a booklet in- 
serted in the pocket of every over- 
coat which left the house. Several 
sales and inquiries have been traced 
to this source. 

Many exclusive shoe stores make a 
practice of putting some kind of ad- 
vertising material in each package 
that leaves the store. Some have a 
few hundred additional proofs of a 
particularly good ad run off, which 
are enclosed in monthly statements, 
as well as putting them in the pack- 
ages. Stunts like these make extra 
sales and keep customers interested 
in the store. 


* + 


Gifts Always Good 


HE Wildfeur store on 125th St., 

New York, gave away a white 
metal compact box during the cele- 
bration of its recent sixth anni- 
versary. While the cost of the gift 
was small, the trade made. many fa- 
vorable comments. 


( Other 


Fishing For Business 


5 
3 
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ad a) ISH have few foot ills, and so 
have Rival wearers.” So 
reads a sign under the picture of a 
fish on the door of the Rival shoe 
stores in New York. 
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You Can’t Duck the Style 
Problem 


HE following is part of an in- 
teresting letter sent me by a shoe 
merchant in North Carolina: 

“The shoe business is good in 
North Carolina. This, despite the 
fact that every city has more shoe 
stores than it needs. It is the same 
old battle between the family shoe 
store, the specialty shop and the 
chain store. Only in North Carolina 
it is sharply accented by the recent 
change from hide-bound provincial- 
ism to modern customs and problems. 
The State is like a great healthy boy 
passing from childhood into young 
manhood. Once loath to dress up 
and wash behind its ears, it has now 
caught the thrill of style, and won’t 
be denied. 

“There are a dozen shoe stores in 
this town—and only one of them is 
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making any real money. The rest 
of us are just keeping going. Why? 
Because we do not know how to han- 
dle the style situation. My town has 
gone cuckoo on styles. 

“High style has walked in the 
door of the old time family shoe 
store and she isn’t welcomed by us 
old timers. High style is sitting 
pretty in one or two modern shops 
in each locality. 

“To the young shoe merchants of 


North Carolina belongs the future. 


Already there are a goodly number 
of these ‘foreigners,’ to use the lan- 
guage of us native born. In spite 
of all sectional jealousy and natural 
conservatism the old order passeth: 
And the grand old State of North 
Carolina with her Asheville, Pine- 
hurst and Greensboro as style cen- 
ters, should become a land where fine 
footwear sells readily and at a 
profit.” 


Good Value Increases Men’s 
Trade 


M3: business is good at the 
several stores owned by Gold- 
stein Bros., of Portland, Ore. Why 
is men’s business good here, when it 
is more or less off in other stores? 
Sam Goldstein is not a bit reluctant 
about telling how they did this. He 
has been operating for several years 
on the theory that it is a case of 
building up, of adding ten or twenty 
cents to the value of his shoes, then 
passing it along to his trade. “Let 
them have a couple of seasons’ wear 
and they will come back,” is a 
policy that is making many fast 
friends for the house. 
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Cabinets for Dull Window 
Corners 


6¢QXHOES can 
ae be fitted so 
S en well that not one 
{ pair in 500 will 
be returned to 
be re-fitted. 
This requires a 
consider- 
able knowledge 
of the technique 
of fitting, a well- 
IU balanced stock, 
conscien- 
tious salesman- 
ship and the proper amount of time 
devoted to the fitting,” observes 
Harry Rosenthal of the Shoecraft 
Shop on Fifth Avenue, New York 
City. 

Usually the back corners of a win- 
dow are dead, but this store has a 
small but handsome four-tier cabinet 
in that space which enlivens the 
whole window. Space is sufficient 
for one pair of shoes on each shelf 
and one pair on the top. 

* * * 


What Your Store Records 
Should Show 


N alert fellow traveling around 
the country selling and demon- 
strating foot appliances absorbs a 
number of distinct impressions in 
his store visits. F. C. Rosson did, 
at any rate. The thing that stood 
out most was the lack of compre- 
hensive records in the average 
store. Merchants did not know ac- 
curately where they stood. They 
just guessed at conditions. So when 
he landed his present job as man- 
ager of the shoe department of 
Richards & Cunningham, Casper, 
Wyo., he naturally put some of his 
theories into practice. 

Rosson is positive that the in- 
formation gained through having 
“this rather crude check system,” as 
he expresses it, has been the chief 
factor in the $10,000 sales increase 
shown so far this year. “Let’s ad- 
mit that business is overdone. If 
the’ shoes are right, and by right 1 
mean both in regard to styie and 
price, the business will go right 
ahead regardless of seemingly ad- 
verse local conditions,” he believes. 

This he proved by showing the 
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The usual size and stock record 
book is kept which gives a detailed 
history of each line. Totals from 
these sheets are carried forward to 
another book each month, the head- 
ings of which are listed as follows: 


Total sales for month 
Sales pairs women’s 
Sales pairs men’s 
Sales pairs children’s 
Total 

Cost of shoes sold 
Retail price of shoes sold 
Gross profit 

Total misc. sales 
Gross profit misc. sales 
Total gross profit 

Inv. on hand 

No. of pairs bought 
Total purchases 


This latter chart tells him exactly 
how the department stands month 
by month and how fast it is going 
ahead, for it hasn’t shown a decrease 
since he assunied charge. 


a ae 


Good Dope—This 


LONG established business that 

is gaining ground every year 
is bound to have some well defined 
rules of conduct. Here is some 
good counsel from M. B. Hughes of 
Watkins, N. Y.: “Visit the market 
often, even if not buying. Take the 
time to read and study the trade 
paper. Lose a sale rather than send 
out a misfit. After gaining the con- 
fidence of the community, work 
harder than ever to keep it. Treat 
every customer that comes in your 
store as if he were a guest in your 
home. Keep few lines, but have 
them well sized up. Watch the odds 


and ends, for a dollar in the till is* 


better than a five-dollar investment 
on the shelves that is not moving.” 


* + 


Men in the Cellar 


OST family shoe stores op- 


t erating a basement use it as 
the underpriced section of their 
store. The Eggert Bros. of Seattle 


i 
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Selling Rubbers by Suggesttion 





T this time of the year it is 
easy to add from one to four 
dollars to many of your shoe sales 
by the proper suggestion of rub- 
ber footwear. This can be done 
even when you have had nothing 
but dry weather. Did you ever hear 
the “Rubber Cry” as sung by many 
retailers? It goes something like 
this: “We have had an open fall 
and winter, no snow or rain. My 
rubber stock has not moved at all, 
in fact we have not had any rubber 
business in the last two years, etc.” 
What’s more, that merchant never 
will have any rubber business unless 
the dear public comes into his store 
for the express purpose of buying 
rubbers and practically takes them 
away from him. 


The RECORDER knows of a merchant 
who sells rubbers with his shoes and 
thereby does the customer a great 
service besides getting that extra 
sale, which, on a bad day, might go 
to some other shoe store that would 
be most handy for the customer to 
reach. Of course, this enterprising 
merchant lets up on his rubber sell- 
ing in July, but now, in December 
and January, nobody buys a pair of 
shoes in his store without having a 
chance to buy rubbers. After com- 
pleting the shoe sale, the salesperson 
will say something like this: “While 


Asbury Park, N. J. His slogan, 
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The Retail Shoe Salesman 


Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 


Edited by Helen M. Haney 











“Oh, A Thousand Miles I’ve 


Traveled” 


With Service 


Sings Successfully, Paul O. Campbell of Middlesboro, Ky. 














“Oh, a 1000 miles (plus 500) I’ve 
Traveled,” singing service 


from “Old Kentucky.” Paul 
is not yet 22 years of age, 
but having served seven years as re- 
tail shoe salesman with credit to his 
house and to his profession and with 

“fifteen hundred miles of extra shoe 
service,” as he says, “thrown in for 
good measure,” he is now assistant 
shoe buyer and window trimmer for 
T. H. Campbell & Bros., “Clothiers 
from head to foot, and Ladies’ and 
Children’s Shoes a Specialty,” of 
Middlesboro, Ky. 

He has climbed the ladder of suc- 
cess by taking for his motto, “It’s the 
little things that count in life. Some- 
times the smallest act of kindness 
will reap the richest harvest.” 

: Paul commenced his shoe career 
in the store of J. H. Browne & Sons, 
Norton, Ky.; he later became man- 
ager of the shoe department of this 
establishment. 

:Paul is one of the thousands of 
live-wire shoe salesmen of the coun- 
try who believe in reading “The 
Retail Shoe Salesmen’s Section” of 


P= O. CAMPBELL hails 





the RECORDER; he has won several 
cash prizes for his good answers to 
various problems published in these 
columns. He also believes in em- 
ploying his leisure time to good ad- 
vantage, and can write after his 
name “Graduate of the American 
School of Practipedics.” 

His reference to this “fifteen hun- 





Rules for Success 


1—Don’t fail to concentrate 
on the one great object in 
life—success. ‘ 

2—Don’t lose your patience, ? 

, waste your time, or scat- 3 
ter your energies. 

3—Don’t make excuses; they | 
are the tools of cowards. 3 

4—Don’t forget that the man 3 

‘ who watches the clock will 
never be more than one of ; 
the hands. 

5—Don’t take everything on 
high or you will strip your 
gears, yet to run continu- 
ally on low is extravagant; 
study your speed. 

6—Don’t bow to defeat unless 
you are sure of its iden- 
tity. 


Harry R. Swartz. 











dred miles of shoe service” came 
about in the following way: Last 
month we related in these columns 
about the heroic service of a Boston 
retail shoe salesman who took a trip 
of 100 miles, consuming three-quar- 
ters of a day, to serve one customer, 
which service, as all good service 
eventually does, resulted successfully 





for his house and for himself. We 
asked the question, “How’s this for 
service? Can you go it one better?” 
And then from the South, Paul O. 
Campbell’s pen wrote down “fifteen 
hundred miles of extra shoe service 
for me,” and incidentally told the 
hows, the whys and the wherefores 
of these 1500 miles of shoe servicé 
and what they meant to him and to 
his store. Here’s the story: 

Some three years ago, Paul drove 
from Norton, Ky., to Tazewell, 
Tenn., a distance of 25 miles, to call 
on an aunt of his, a sufferer from 
theumatism; she had spent much 
time in Hot Springs; with but little 
beneficial results. Paul observed the 
way she walked and immediately de- 
cided that she had a case of flat foot, 
so back he drove to Middlesboro, an- 
other 25 miles, and then back again 
to Tazewell, Tenn., with several 
pairs of shoes and an arch support. 
At first the recovery was slow, but 
his aunt is now able to go about her 
household duties. Whenever she 
needs another pair of shoes, no one 
but Paul can satisfactorily fit her, 

















As soon as he had shoed Auntie ac- 
curately, the country crowds came in. . 
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Thos. M. Lapham, 
president Syracuse 
Retail Shoe Sales- 
Association 


men’s 


which necessitates more 25 mile 
drives back and forth. “It may seem 
that this is a lot of unnecessary 
trouble,” says Paul; “however, I 
have not only made a permanent 
customer of her, but I have sold her 
husband shoes and. clothing which 
he had been in the habit of buying 
elsewhere, and, as she has told sev- 
eral people in her neighborhood 
about the satisfaction she has had 
from my fitting, I have sold a dozen 
pairs of shoes a year in Tazewell 
and vicinity, whereas before these 
folks bought at home—now they 
drive 25 to 30 miles to Campbell’s 
for service.” 


How to Get More Customers 


A university of business adminis- 
tration recently made an exhaus- 
tive study as to the reasons why 
customers stopped trading at va- 
rious stores. This study revealed 
the fact that 63 per cent discon- 
tinued their patronage because of 
the indifference, inefficiency, or 
over-insistence of salespeople. We 
hope that none of the many really 
good, conscientious shoe salespeo- 
ple will take this statement to 
heart. We all realize that some 
customers. are very difficult to 
please. 


Pleasing Hard-to-Please Customers 


There are some things, however, 
that the retail shoe salesperson can 
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do to make customers want to come 
back. Make customers think that 
they are buying, even though you 
are quietly guiding the sale along; 
let waiting customers know that 
they will be served in a few mo- 
ments; approach customers briskly, 
but don’t hurry them into buying; 
be careful about refusing requests, 
refer them to manager or proprie- 
tors. Be courteous always. Hard- 
to-please customers are good tests 
of your selling ability. 


Syracuse Studies Feet 


SYRACUSE, N. Y.—The Syracuse 
Retail Shoe Salesmen’s Association 
met on Dec. 14 for an evening din- 
ner meeting at the Chamber of Com- 
merce dining rooms. R. D. Severance 
was the speaker of the evening and 
took for his subject “Anatomy and 
Functioning of the Foot.” There 
were many questions from the floor. 
Each member received a copy of 
“The Shoe and Leather Dictionary,” 
donated by Steele-Lobell Co., and a 
treatise on “Leather Research” do- 
nated by A. F. Gallun & Sons Co. 












A Christmas Thought— 
and Another for the New 
Year. Sell Service—and 
Sell More Pairs. 


He who serves best loves 
best. If you really like to sell 
shoes better than any other 
commodity—If you are proud 
of your profession as a retail 

‘shoe salesman, you will give 
good service. You will oft- 
times travel quite a few miles 
out of the required journey 
around the store to do some 
little act of kindness or cour- 























Wm. Reid, vice- 
president Syracuse 
Retail Shoe Sales- 
men’s 


Association 


Salesmen and Merchants Meet 


SyracusE—The Syracuse Retail 
Shoe Salesmen’s Association held a 
meeting recently at which the new 
president, T. H. Lapham, presided. 
E. P. Elitharp, president of the New 
York State Retail Shoe Dealers’ 
Association; C. Strange and W. 
Pidgeon, Jr., were present. Mr. 
Pidgeon gave an interesting talk in 
which he stressed the benefits of co- 
operative effort of both retail shoe 
merchant and retail shoe salesman. 


Boston Studies Selling 


BostoN—The December meeting 
of the Boston Retail Shoe Salesmen’s 
Association was held on the evening 
of the first Monday of the month at 
Marston’s Restaurant. President P. 
F. Girard, who is also National 
president, presided. Plans for fur- 
ther development of the work of the 
National were discussed. A talk on 
“The Psychology of Selling,” the 
second in a series of lectures before 
the association by William Sulli- 
van, clothing salesman at the Ken- 
nedy Co., was given. 







That’s what killed the cobbler’s - 
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National President P. F. Girard 
says: “Rally ’round the standard 


D 


" 
e Aa 
i 













of the N. R. SS. A” 
“The What’ of the Missed 
Sale 


OMAHA, NEB.—W. W. Parrish, 
buyer of the shoe department of the 
Nebraska Clothing Co, “comes to the 
bat” with the following remarks, 
salesmanship-wise — “How many 
salespeople ask the question, when 
a customer is missed, and then 
answer it honestly — “WHAT WAS 
WRONG—THE MERCHANDISE? OR WAS 
IT MYSELF? 

“The usual thing,” recently said 
Mr. Parrish to the RECORDER’S Field 
Editor “is to blame the customer 
first—then the house, for not having 
éverything when wanted. Often 
times, it is the indifferent or care- 
less manner in which the sales ar- 
guments, (if any) were presented 
that caused the walk-out. The ten- 
dency of salespeople to condemn new 
shoes, sometimes before they are on 
the shelves, is a bad habit which 
must be overcome. This snap judg- 
ment is usually wrong, nine times 
out of ten.” 

Buyer Parrish is not a “sore 
head,” but is a keen, active fellow, 
who has his salesforce working with 
him most happily every minute of 
the day. Result—He has made a 
nice job of building up his depart- 
ment. 

















How did that sale escape? 
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This is the insignia of the Na- 

tional Retail Shoe Salesmen’s 

Association, designed by Presi- 
dent P. F. Girard 





SIGN UP FOR NATIONAL 


Watch the pages of the “Re- 

corder’s” “The Retail Shoe 3 
> Salesman” each month’ for 
news of “what’s doing” in the 
National and the locals, as 
well as news of individual 
members, and retail shoe 
salesmen’s activities every- 
2 where. When we say “sales- | 
, men” we always include sales- 3 
$ women—there is no sex ques- 
tion in business today. Re- 
2 suits—and in this particular 
case “GETTING MORE 
SHOES SOLD RIGHT’”—is 
> what counts. Make out your 
application as follows: 


Address 
Date of Service............. 
Position 
’ Send application to Robert 


W. Daley, National Secretary, 
2 114 Bedford Street, Boston. 


a 











N. R. S. S. A. Charter 
Members 


Over 200 retail shoe salesmen are 
now “all signed up” for the Na- 
tional Retail Shoe Salesmen’s Asso- 
ciation. At the recent meeting of 
the Boston Retail Shoe Salesmen’s 
Association, at which the working 
plans for the National were dis- 
cussed, the following new men were 
elected to National membership. It 
will be noted that applications came 
from as far away as Lancaster, 
England, and one of our “Canadian 
cousins” wants to join. Here are 
the newest National members: 

James J. Marlatt, with Marlatt 
Shoe Co., Aberdeen, Wash.; Jack J. 
Chaikein, with Segan’s, Philadel- 
phia, Pa.; W. F. Williamson, with 
May Bros., Tulsa, Okla.; Clarence E. 
Keckler, with Security Shoe Shop, 
Davenport, Iowa; Rowland Hill, Jr., 
London, Canada; H. A. Sikes, with 
Thrift Shoe Store, Cincinnati, Ohio; 
Charles: Schwartz, with Rosenbrook- 
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National Secretary R. W. Daley 
says: “Rush in your applications 
to the N. R. S. S. A., boys!” 


Goode, Savannah, Ga.; Arthur West- 
bury, with Westbury Shoe Co., Iowa 
Falls, Iowa; D. Moretsky, Windsor, 
Ont., Canada; Miss F. Pitt, with 
Heyns, Detroit, Mich.; George T. 
Kershner, Allentown, Pa.; R. Calvin 
McNab, with Princess Boot Shop, 
Tampa, Fla.; Helen K. Delaplane 
(Miss), with Delaplane Shoe Co., 
Cherokee, Iowa; Myron P. Lairsen, 
with Geo. Harfs, Milwaukee, Wis.; 
F. Dearden, Esq., Rockdale, Lancas- 
ter, England; Leo Dragon, Webster, 
Mass.; H. E. Welch, with White & 
Davis, Pueblo, Colo.; Arthur E. Paul, 
Jr., with Ground Gripper Shoe 
Store, Columbus, Ohio. 


Alternate Shoes 


Retail shoe salesmen should urge 
customers to alternate the wear of 
shoes, changing from one type to 
another day by day. Shoes so worn 


usually wear longer. The rest 
benefits them. 
But the big argument is this. A 


shoe exerts a constant pressure on 
ligaments as long as it is-worn, and 
ligaments deteriorate under constant 
pressure. By changing shoes, the 
pressure on ligaments is changed, 
and the ligaments get a chance to 
rest up and keep flexible. 














Alternate Shoes 


Good morning, Central! 
: day ts today? 


What 




















December 18, 1926 





BOOT AND SHOE RECORDER 

















Plain Sizers 


Ben Jacobson, Hast Orange, N. J. 
. R. McKendrick, McKendrick Shoe Co., 
Salt Lake City, Utah. 
Leon Franzbiau, Edward Shoe Co., Perth 
Amboy, N. J. 
John Neish, L. Bamberger ¢ Co., Newark, 


N. J. 
Edgar W. Braley, Fantle Bros., Siougr 
Falls, 8. D. 

Victor J. Marks, Danville, Pa. 

Jerome Zimmer, Petot Shoe Co., Canton, 


io. 
Max McLeod, Sanford, N. C. 
Effie A. Jones, Central Shoe Store, Phila- 


delphia. 

Max Levine, Chas. Meny’s Shoe Store, 
Brooklyn, N. ¥. 

Saml. L. Garver, The Val Smith Store, 
Waynesboro, Pa. ‘ 

R. M. Ball, Paul L. Murkland, Beloit, Wis. 

Geo. K. Murphy, Jr., Fritt Shoe Store, 


Union City, Ind. 
J. O. Bray, The Imperial, Kalispell, Mont. 


Plain Sizes Better, Says Jacobson 


Yes, we can sell shoes better and 
keep customers better by having 
shoes marked in plain sizes. The 
successful salesman must have the 
confidence of his customers. To get 
that confidence, he must be truth- 
ful. The great majority of the 
public want to have their feet fitted 
by salesmen in whom they have con- 
fidence, so why have “misleading” 
marks in the shoes which will de- 
stroy the customer’s confidence, or 
at least create a doubt in a custom- 
er’s mind. Of course, we know that 
the same sized shoe may have dif- 
ferent marks, from the fact that it 
is made on a different last or is a 
different make, but that is where a 
little salesmanship comes in handy. 
Explain to your customer about the 
different lasts and about the dif- 
ferent sizes in different styles for 
the many feet which the store must 
fit. It will make an interesting and 
added sales story. 

Here is a case in point: A cus- 
tomer came into a certain shoe store 
recently and said that she wanted 
a pair of strap pumps similar to the 
ones she was wearing, although they 
were purchased in another store. 
The young salesman looked in the 
lining of the old shoe for the size, 
but looked puzzled, and reached for 


the measuring stick. The customer .- 
Sales. 


said, “I think I need a 6B.” 
man said, “Your foot measures 6,” 
and brought a shoe which was in a 
code size, but which was interpreted 
by him to mean size 6. He put it 


{ 





The “plain sizers” seem to be having the best of it in this struggle 


Plain Sizers Win Debate 

After a lively debate, in which the 
“size coders” advanced many excel- 
lent arguments, and just as we 
thought they were about to pull over 
the “plain. sizers,” in jumped that 
veteran retail shoe salesman of East 
Orange, N. J., Ben Jacobson, with 
such a strong pull that the battle 
was decided in favor of the “plain 
sizers.” And so the first prize goes 
to Ben Jacobson, 54 Burchard Ave- 
nue, East Orange, N. J.; the second 
strong man on the plain size side is 
M. R. McKendrick, retail salesman 
at the McKendrick Shoe Co., Salt 
Lake City, Utah, second prize win- 
ner. 





on and it did not fit. Customer 
looked at new shoe for size mark and 
did not understand it, as it was 








Code Sizers 


Salesman at Wise Shoe Co., New York. 

J. B. Simonson, Simonson & Son, Bancroft, 
Mich. 

Herbert L. King, King-Adams Shoe Co., 
Inc., Newport News, Va. 
P= 0. 8. Evans, Evans Shoe Co., Mattoon, 


z. 
Leon P. Kegel, Robt. J. Sadler Shoe Co., 
New York. 

Tom Hole, Fred Hole & Son, Tipton, Iowa. 

8. T. Gregory, Buster Brown Shoe Store, 
Soemepe d, Tenn. 

C. D. Creech, Broadway Shoe Store, New- 
port News, Va. 

Jack M. Kailler, English Boot Shop, 
Philadelphia, Pa. 

Dale J. McCreary, Walk-Over Boot Shop, 
Springfield, Ohio. 

Chas. V. Hageman, Care of The Nisley 
Co., Washington, D. C. 

Erwin W. Mode, with Roy G. Hine, Cleve- 
land, Ohio. 
F. L. Cashman, Asbury Park, N. J. 
P. J. Girard, J. L. Esart Co., Boston. 


marked in French code. She then 
looked at the old shoe, marked in 
Western code. She too looked wor- 
ried and said, “Why can’t I know 
exactly the size of my feet, and not 
be misled by these crazy marks?” 








‘ 
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IFTEEN dollars in prizes for 
- the best thinkers. 

Ten dollars for the best answer 
to the current problem. 





The December Prize Problem Will 
Bring $15.00 to Retail Shoe 
: Salespeople 


What Store Meeting Idea Has Helped 
You the Most? 


pairs of shoes, of hosiery, and 
findings, are sold. You may have 
been able to work out many of~ - 
these ideas more practically and 
beneficially for yourself and your 
store, than other ideas. Perhaps 
you have put a great many of 
these store meeting ideas to work, 
with much profit, not only to 
your store, but to yourself. Tell 
us all about it. 
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oe ime a 
Mr. INDEPENDENT 


A Merry Christmas}t 





IN STOCK 
at 
Boston 
241 Congress 
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Your Guarantee of Service on 


| 20 oe Rubber Footwear 
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at 
Pittsburgh ee oo 


1152 Penn 
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RETAILER... 


and a “top-notch” New Year! 


HE year now closing has proved the Top 

Notch policy to be a sound, common- 
sense policy that you appreciate—and that 
gets the business for both you and us. 
This same policy will be even more helpful 
to you next year. There will be no shelf- 
warmers in the 1927 Top Notch line! We 
know the styles—and will give you up-to- 
date numbers only. 
You can be assured of the same price protec- 
tion in Top Notch Rubber Footwear against 
your volume competitor in your territory 
during 1927 as you have enjoyed in 1926. 
Right now—when you need fast sizing-up 
service on rubber footwear—try our nearest 
branch and see how quickly “it delivers the 
goods!” 


The Beacon Falls Rubber Shoe Co. 


Makers of Top Notch Rubber and 
Canvas Rubber Sole Footwear 


Beacon Falls, Connecticut 





IN STOCK 




















IN STOCK 


San Fran- 
cisco 
530 Howard 
Street 











IN STOCK 


Minneapolis 
426 Second 
Ave., North 











IN STOCK 


Kansas City 
926 Broadway 
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Podiatrist Urges Cooperation with 
Footwear Retailers 


Dr. Gross Addresses New 
York Shoe Merchants; 
Committee on Nomina- 
tions Is Named 





New Yorx—A plea for closer co- 
operation between shoe retailers and 
foot practioners, principally chiropo- 
dists, was made by Dr. H. Gross, of 
the Pedic Society of New York, at the 
regular monthly luncheon meeting of 
the Retail Shoe Dealers’ Association of 
New York at the Cafe Boulevard last 
Tuesday. 

“If there were no skilled chiropodists 
to take care of women’s feet,” said Dr. 
Gross, “you shoe men would have to go 
out of business, for most women, after 
wearing current styled shoes would be 
compelled by foot troubles to resort to 
carpet slippers.” This blunt statement, 
he added, was not in the nature of a 
blast against stylish footwear. “We 
foot practioners,” he continued, “do not 
decry style. All we want is cooperation 
from you shoe men. We cannot hope to 
keep our patients if we tell them they 
must not wear stylish shoes. What we 
do is to compromise with style, but we 
want to compromise in a way that is 
satisfactory to us and to you shoe 
retailers.” 

Cooperation already has been estab- 
lished between the podiatrists and re- 
tailers of orthopedic footwear, he said, 
but there is still a wide breach between 
the foot practioners and. the retailers 
of stylish footwear. 

Vice-President James E. Meade pre- 
sided at- the meeting which, aside from 
the address of Dr. Gross, was devoted 
to routine association matters. A com- 
mittee consisting of Alfred Kahn, A. 
Pick, Percy E. Hart, Philip Bender and 
Max Landsmann was selected to bring 
in nominations for officers at the an- 
nual meeting in January. Rumors are 
rife that John Holden of Oppenheim, 
Collins & Co., will be chosen president 
of the association for 1927. 

In a short consensus on style, it de- 
veloped that strapped models are the 
leading volume sellers in women’s shoes 
in New York City at present, with 
black patent, suedes and reptilian 
leathers selling in about equal quanti- 
ties. The call for reptilians is confined 
mainly to the high grade stores. Mr. 
Holden and John Slater reported rep- 
tilians as leading all other materials. 
The 14 to 16/8 heels were reported to 
be the biggest sellers, with a tendency 
toward higher heels. ’ 





reves Rochester Stores 
Suffer Losses by Fire 


RocHEsTerR, N. Y., (UTPS)—Three 
shoe stores were badly damaged in a 
$300,000 fire last week which threat- 
ened an entire city block in the down- 
town district. The fire was confined to 
the second and third floors of the two 
adjoining buildings in which the stores 
were located so that the principal dam- 
age to the shoe stocks was caused. by 
water. 

The stores affected were the Thom 
McAn, Hanover and Dixie chain stores. 
The amount of their loss will not be 
es until a careful check is 
made. 


Snows Bring Trade Gain 


CLEVELAND, (UTPS)—R. B. Howe, 
manager of the Euclid Boot Shop, says 
that the season’s first snow brought out 
a big increase in footwear sales. He 
expects the next fall to have a duplicate 
effect. Many people naturally linger 
until the elements force them to make 
a quick decision. The recent winter 
weather brought out heavy sales in 
ankle height goloshes. 

Patent leather still holds its compara- 
tive position as the leading seller. 
Rhinestone and cut steel buckles are 
going over well. Cuban heels have the 
tendency at present. Mr. Howe looks 
for colors to be the natural choice for 
spring. 


Solomon Dantzic Married 


BALTIMORE, (UTPS)—Solomon Dant- 
zic, assistant buyer of the Shoe De- 
partment of Hutzler Brothers depart- 
ment store, was married recently to 
Miss Fannie Bilich of Baltimore. ~ The 
wedding was a quiet one, only the 
immediate members of both families 
being present. 

Prior to the wedding, Mr. Dantzic 
was tendered a surprise party by the 
Shoe Club of the store. The shoe de- 
partment presented him with several 
gifts, among which were a coffee per- 
colator, sugar bowl and cream pitcher. 





Samuelson to Discontinue 


BALTIMORE (UTPS) Isidore Samuel- 
son, local shoe merchant, will dis- 
continue his business, which he. con- 
ducted at 913 Pennsylvania Avenue, 
under the name of Samuelson’s. The 
store was known as a family shoe store, 
as a complete line of men’s, women’s 





and children’s shoes were carried. 


Two Columbus 
Shoe Stores Lost 
in $250,000 Fire 


Three Others Suffer Serious 
Damage to Stocks from 
Smoke and Water 








CoLuMBus, Ou1I0 (UTPS)—Two shoe 
stores were completely demolished 
and three others had stock damaged 
in the $250,000 fire which destroyed all 
of a business block on East Gay Street, 
just adjacent to North High Street, 
and all of one of the exclusive women’s 
stores fronting on North High Street 
and running back to the alley behind 
the Gay Street block. 

Bates’ shoe store for men was the 
burned out East Gay Street establish- 
ment, while. the shoe department of 
Norman S. Mack in MacDonald’s store 
for women, on the second floor of the 
North High Street shop, was the other 
completely ruined stock. 

Although protected from damage in 
the store proper by a fire wall, the 
Bob Fulton store for men in the Con- 
tinental Building, on the corner between 
the two flame-gutted buildings, had 
several thousand dollars worth of 
stock in their basement water-soaked. 
There will be no sale of this damaged 
stock, reports J. Walter Harbison, man- 
ager, for they have already made 
arrangements to sell the entire lot to 
an out-of-town buyer. Quite wide toes 
continue good in this store, Mr. Harbi- 
son remarks, because this store draws 
it clientele from younger men, having 
quite a substantial college trade. Their 
present best seller is an imitation pig- 
skin, a very wide toed “brute shoe,” 
to quote Mr. Harbison. It is sold under 
the name of “Pygmalion.” Damage 
by fire did not necessitate the closing 
of the Bob Fulton store. 

Both the Dunlap Shoe Store and the 
Bradford-Husch Company, adjacent to 
MacDonald’s on the south (the Con- 
tinental Building is to the north), had 
basement stock to value of several 
thousand dollars damaged by water and 
smoke. Both of them were obliged to 
remain closed over the week end. 

For the present the Bates Shoe Store 
is conducting its affairs in a tailoring 
establishment just across the street 
from its former location. Since he was 


all the shoe interests involved in this 
fire, Mr. Bates will open up in the near 
future, but has not as yet decided upon 
his location. MacDonald’s store is also 





undecided as to their future location. 





fully covered by his insurance, as were - 
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Store and Worker 
Celebrate 25th 


Year in Service 





Silver Anniversary for Miss 
Bennett and Shoe Depart- 


ment at Hutzler’s, Balti- 
more 
BALTIMORE, (UTPS) — The “Silver 


Anniversary” of the shoe department 
of Hutzler Brothers, one of Baltimore’s 
largest exclusive department stores, 
also marked the “Silver Anniversary” 
of Miss Anna Bennett’s connection with 
the department, she having joined the 
salesforce of the department at its 
opening, and has been connected with 
the department throughout her twenty- 
five years of service with the Hutzler 
Brothers’ store. Miss Bennett is the 
oldest salesperson in point of service 
in the department. 

When Miss Bennett first became con- 
nected with the shoe department, it was 
located in the annex, on the third floor. 
It is still on the third floor, but vastly 
changed from what it was twenty-five 
years ago. Twenty-five years ago, 
there were only four salespeople and 
one stock boy in the department. To- 
day there are more than thirty sales- 
people. Twenty-five years ago, the 
most expensive shoes sold for $3.50 a 
pair. Today, they sell up to $25. 

Miss Bennett was not forgotten by 
the firm nor her associates in the de- 
partment on her twenty-fifth anni- 
versary. Her friends say that she has 
kept in constant use a souvenir shoe 
horn, which was given her seventeen 
years ago. At that time shoe horns 
were not the common shoe department 
accessory they are today. 





Zimmerman Retiring 


BALTIMORE (UTPS)—Edward W. 
Zimmerman, local shoe merchant, who 
traded under the name of Zimmer- 
man’s, is retiring from business, ac- 
cording to an announcement just made 
by Mr. Zimmerman. Mr. Zimmerman, 
conducted his “E-Z Shoe Shop,” as it 
was generally known, for a number of 
years at 1329 West Baltimore Street. 
In it were carried several nationally 
known brands of shoes, among t 
being Morse & Rogers, Endicott John- 
son, the Walton, Robert Johnstone and 
Rand, Notre Dame. Also the shop 
peg Hood rubbers and stylish stout 
shoes. 








To Double Capacity 
of Recent Consolidation 


Schuneman-Mannheimer Shoe De- 
partment to Be Greatly Ex- 
panded Soon 


St. Paut—Encouraged by a business 
that outstrip anything the shoe de- 
partments of the two units of the re- 
cently consolidated Schuneman-Mann- 
heimer department stores had done in 
the past, roomy al Joe Langley an- 
nounced to the & SHOE RECORDER 
plans for an elaborate enlargement of 
the department that will practically 
double it, immediately after the new 
year. The other departments on the 
Wabasha Street side of the store and 
east of the shoe department will be 
moved out to give the shoes a clean 
sweep from west to east end of the 
— Nine beautiful cabinets will 
bank the shoe shelving on the north 
wall of the building, displays of foot- 
wear being in each of the cabinets with 
folding doors een leadi to the 
stock, every box of which will be out 
of sight. A row of show cases will 
form the south bank of the department. 
The fitting chairs for women will fill 
the space between the cabinets and dis- 
play cases. At the back will be the 

aleony, under which the children’s 
shoes will be displayed and fitted. A 
special $6.50 shoe balcony department 
is under consideration and may in- 
stalled, Mr. Langley said. The men’s 
shoes will be located just south of the 
row of display cases and near the bal- 
cony. An unique feature and one that 
Mr. Langley expects to see prove ex- 
tremely ular will be a special fit- 
ting room for party slippers. This will 
be nicely furnished and located at the 
front northeast corner of the depart- 
ment. 


Extreme Styles 


Wanted by College Girls 


CLEVELAND, (UTPS) — The Christ- 
holm Store at 10405 Euclid Avenue is 
located in the center of an outlying 
business section and close to many 
schools and colleges. Naturally stu- 
dent trade is seriously considered. 

Fred C. Rush, manager of the store, 
states that the college girl, in consider- 
ing dress wear, likes to get as close 
to the extreme as possible. Higher 
heels seem to the call from this 








Suggests Standard 
Shoe for Handling 
By Retail Ass’n 
Pittsburgh Man Puts Forth 


Novel Idea to Popularize 
Particular Style 


v 








PirtsspurcH (UTPS)—At a recent 
meeting of the Pittsburgh Retail Shoe 
Dealers’ Association, Al Schmidt, one 
of the principal s ers, brought up 
an interesting topic of moment in the 
form of a “Member’s Shoe,” which 
would be handled exclusively by those 
belonging to the local organization and 
would sell at one price in all the shops 


handling it. 
The principal feature of the shoe 
would be the popularity achieved 


through persistent advertising of it 
under a particular name which would 
soon become familiar to the public in 
connection with it. 

The shoe would accomplish a double 
purpose, as it would lead to a better 
and increased business among the trade 
handling it, who would be members 
of the association exclusively. 

The coming convention at Washing- 
ton, D. C., was also well discussed and 
plans for the occasion were 


Fred Arnold Transferred 


BIRMINGHAM, ALA. (UTPS) — Fred 
Arnold, formerly manager of the G. R. 
Kinney Shoe Company in Birmingham 
has been transferred to Winston-Salem, 
N. C., and Roanoke and Danville, Va., 
stores. 
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Stock No. 101 
Full Grain Miami Calf, calf 
quarter lined, solid ees 
ar steel arch suppo! 
shank, iron bend outsole, - 
stock B to D, priced at 

















SELL FOR PROFIT L 


You can sell the Barker Brand calfskin line of fine men’s popular priced 
footwear in competition with higher priced lines and make more profit. 


The fine styling make these shoes appeal to the man who wants his 
feet to look.well. Their quality will appeal to his sense of economy. 


Write us for catalog of our complete line. 















HUNTINGTON SHOE & LEATHER CO. 


HUNTINGTON, INDIANA 
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Travelers Plan 
Style Revue at 
St. Paul Meeting 


Big Fashion Show at North- 
western Retailers Conven- 
tion, February 14, 15 and 
16 


St. Paut—The most elaborate style 
revue ever shown at a convention of 
the Northwestern Retail Shoe Dealers 
is planned for the big session which 
gathers here February 14, 15 and 16, 
according to Fred Hohlt, president of 
the association. The revue will be 
staged by the Northwestern Shoe 
Travelers, who will hold their conven- 
tion in conjunction with that of the 


dealers and the dry goods men, under 
the triple-convention plan. The whole- 
salers will be the source of the many 
styles which will be displayed by the 
mannikins of the runway the evening 
of the second day of the convention. 
Hosiery, gowns, wraps and millinery 
will be emphasized as well as shoes in 
the revue, 

Another feature of the convention 
is the = of giving the dealers more 
of a chance to look over the big dis- 
plays of the manufacturers and job- 
bers. The first day of the convention 
will be divided between inspection of 
stocks and one iness session. On 
the second day the dry goods associa- 
tion will have an exclusive forenoon 
program, ai the shoe men a chance 
to look over the stocks again. These 
will be located in hotel rooms. A joint 
session of the three associations is 
booked for the second day with the 
style revue in the evening. Business 
will be wound up the third day with 
a dinner-dance in the evening. The 
largest attendance in the history of the 
three organizations is anticipated as 
a result of the _ triple-convention 
schedule. 




















New Nunn-Bush Store 
Is Opened in Denver 


DENVER, (UTPS)—Denver recently 
had the pleasure of welcoming another 
new shop, one that is a real credit to 
its business section, the Nunn-Bush 
Shoe Store, 607 Sixteenth Street, under 
the management of L. E. Bishop. The 
Nunn-Bush is a man’s shoe exclusively, 
and in the architecture and decorations 
this fact was kept carefully in mind, 
every detail conveying a sense of fit- 
ness to the critical masculine eye. 

The woodwork is solid walnut. The 
floor is thickly carpeted and there are 
three handsome built-in wall cases, one 
on each side and the other in the back, 
that instantly catch the eye. They are 
on a direct level with the customers’ 
vision, are backed by mirrors, and bevel 
out from the shelves in an oval, and 
are illuminated. Beneath these cases, 
at a tipped angle, are mirrors for cus- 
tomers to inspect their purchases. The 
display windows are richly conserva- 
tive; the heavy black drapes, orna- 
mented with braided ropes and tassels, 
make a background against which the 
shoes stand out in silhouette relief. The 
—_ is on a balcony in the rear of the 

re. 


To Expand Shoe Dept. 
at Hecht Bros. Baltimore 


BaLTIMoRE (UTPS)—The proposed 
expansion of the principal store of 
Hecht Brothers, located at Baltimore, 
Pine and Redwood Streets, will enable 
an enlargement of the shoe department. 
According to plans being prepared, the 
structure will be six stories, giving the 
establishment a floor space of more 
than 200,000 sq. ft. It will be erected 
at a a of $700,000. Work is ex- 
— begin sometime next spring. 
t is to be noted that. Hecht Brothers 
operates four stores in Baltimore, 
while the Hecht Company, of which the 
Hecht Brothers is a part, ee 
eight stores, six of which are located 
in Baltimore, one in Washington, D. C., 
and one ~ New York City. The bon! 


one of the oe oe ee ae 
in this ci principal store of the 
group oses Hecht is president, and 

alcolm Hecht, treasurer of the 
company. 





Edwin F. Smith Dead 


RocHestTer, N. Y., ss —Edwin 
F. Smith, og of th shoe 
manufacturer, is at the home of 
pert in that roe ge BA recent 








Selected from Washington, D. C. 





Eisenberg’s Store 
Adds Men’s Shoes 


BALTIMORE (UTPS)—A feature md 
ee 4 ing of the new Men’s Sho 
rg’s Department Store has 
the inclusion of a separate dekuetnanas 
for men’s shoes. In this La he arena a 
pop my line of men’s shoes is 
ing 


This new department has been made 
possible by the arene of additional 
sales floor space taking over part 
of a three-story and basement building 
adjoining. This is being remodeled to 


meet the ‘ongy => sy the store. 
The Men’s , however, has been 
completed, in is now in full op- 


eration, with ~ . — 
ment wysy my y 0 space 
allotted to the shop. 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 


A check-up in the 
wholesale district 


St. Louis 


following the style pageant, shows 
that manufacturers received as much 
business as they anticipated. Colors 


were introduced, and retail mer- 
chants bought them cautiously, real- 
izing that January will still find 
many women demanding black shoes. 

A report from one of the leading 
specialty houses indicates that of the 
volume sold during the style show at 
least sixty per cent was black patent. 
Pastel parchment is‘leading in the 
color field. Rose blush was second 
in the choice of the merchants, and 
gray third. Gray in the lighter 
shade was reported by one manufac- 
turer as being the tone chosen by 
his customers. 

Two and three-eyelet ties were 
bought freely. One-straps will, of 
course, have their place in the sun, 
and many of the lines showed them 
in good quantities. Some D’Orsay 
pumps were reported as having a 
fair call. 


The shoe factories of 

Boston this section are get- 
ting samples ready for the various 
style shows, and plant executives 
are listening in attentively to every 
fashion trend in men’s, as well 
as women’s and children’s costum- 
ing. Prospects for 1927 look bright 
to trade leaders. Collections are 
generally good, and houses are being 
put in order to start the New Year 
confidently and successfully. It is 
expected that the two Boston style 
shows of Jan. 10-12 will bring many 
buyers to this market—already over 
300 have made advance registrations 
at the various hotels. In men’s shoes, 
some of the new light shades will be 
brought out for spring in business 
and sport lines. New patterns in 
summer-weight types are under con- 
sideration. The plainer balloon toe, 
and the square French brogue are 
among the new numbers for men. 
Exquisite shades in rose - beiges 
and lighter tones in one-straps and 


Leaders of Industry 


pumps are shown in the new pat- 
te-us in women’s models. 


The Profit Possibilities 
in Polishes 


By L. M. Hannum 


To those who 
regard the mer- 
chandising of 
findings seriously, 
it is not neces- 
sary to say that 
they should take 
a lesson from the 





chain store mer- 
chant, whose 
motto is “Show 


Your Goods.” It 
is not necessary 
to tell the retail shoe merchant who 
has made his findings business so 
profitable that it has gone a long 
distance toward paying his overhead 
that he should not hide findings 
under the counter, to be dragged 
forth into the light of day only on 
demand of the customer. 

Merchants who overlook the big 
possibilities of shoe polishes and 
findings do not stop to think what 
the business of a multiplicity of 
small pieces of merchandise amounts 
to in a year. They overlook the fact 
that Woolworth and other large 
houses have built up their organiza- 
tions on the theory that many sales 
of little things make in the aggre- 
gate a large volume of trade. 

With colors playing a strong part 
in the coming spring’s footwear 
fashions, shoe creams, in every new 
tint, to preserve the beauty and life 
of every new, approved leather tone, 
look more profit-promising to the re- 
tail shoe merchant than ever before. 
The aim of the makers of shoe pol- 
ishes is to “Save the Surface.” If 
the paint people were not using that 
slogan, the shoe polish people could 
adopt it with equal propriety. 

The first thing that a customer 
thinks of when a purchase of a pair 


L. M. Hannum 





of shoes is about to take place is: 
“How am I going to keep these shoes 
looking new?” Sometimes the cus- 
tomer asks this question of the 
retail shoe salesman. Now, if be- 
fore that query is made the salesman 
uses as a further sales argument the 
suggestion that this shoe cream 
will keep the shoe as fresh as when 
it was first made, two sales are made 
instead of one—and future sales, too. 


e Chicago manufac- 
Chicago turers as a group 
are not exactly happy over present 
conditions. Orders are small and 
collections slow. Some jobbers are 
making collections by personal call. 
The rubber business has been the 
saving grace in the situation. 

One prominent manufacturer in 
Chicago voices a very optimistic 
note, however. Among other things 
he is authority for the statement 
that high shoes have shown an un- 
usual gain, and his opinion is that 
they will continue to sell heavier 
than they have for some time in the 
men’s lines. Blacks, too, will hold 
their place for some time, and heavy 
grains are beginning to move satis- 
factorily. Goloshes for men, too, 
have been in greater demand, ac- 
cording to this manufacturer, and 
there is a tendency toward a nar- 
rower toe, his opinion being that the 
limit has been reached in the. popu- 
larity of the extreme widths. Men 
are also “looking” at higher heels. 
The sale of higher-heeled men’s 
shoes will grow, but, in his opinion, 
will not be revolutionary. This 
manufacturer also expressed an opin- 
ion that blonde shades would be 
popular, but not as all-over leathers, 
rather in combinations and as trim- 
ming elements. Some demand is an- 
ticipated in light colors for spring, 
but the demand will be sectional 
rather than general, and it is up to 
the merchant to determine whether 
his particular section will absorb 
them or not. 
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Milwaukee turers of 


men’s shoes in Milwaukee report 
that the volume of business being 
transacted now is satisfactory and 
that advance orders are being re- 
ceived for spring. On the whole, 
however, the trade is buying close 
to needs and not anticipating as far 
ahead as they used to do. One of 
the companies reported that it had 
received orders up to April 1 de- 
livery. 

At the Harsh and Chapline Co., 
spring samples are now being made 
up, according to H. A. Unke, and 
they will be displayed at the Chicago 
convention, after which the repre- 
sentatives of the company will re- 
ceive them during their semi-annual 
sales meeting in Milwaukee. Light 
colors are to be strong for spring, 
said Mr. Unke, and there are a num- 
ber of samples being made in the 
light colors. Sport shoes will be 
represented in the spring line, also 
in new styles. 


L n Lynn shoemaking, as it 
yn gets under way for 1927, 
is moving in two directions, for some 
firms are going to make finer shoes 
at higher prices, while others are 
going to make cheaper shoes at 
lower prices. Those good old relia- 
ble lines, that once were known as 
the medium grades, are few and far 
between. Manufacturers continue 
to urge buyers to place their orders 
early, to anticipate rising markets 
in the leather trade, as well as the 
rush on spring and Easter shoes. 

In styles, trims are of rising im- 
portance. Die makers are already 
working overtime. Expensive 
leather, some costing as much as $2 
a foot, is used for trims. Among 
them are tapestry, gingham, silk and 
reptile stocks, in colors that go well 
with the light colors prescribed by 
the chart. 

Ribbon laces, bows, buckles, and 
like trims also are matched to the 
new light leathers. Two-color laces 
are expected. Some new throat 
trims are of the luminous sort, 
throwing bright colors. Iridescent 
and lustre beads for trimming bows 
are new. 

Heels are higher, those of 20/8 
and 22/8 being somewhat common on 
the new shoes. Quarters on some 
of these shoes, especially in pump 
styles, have been lowered by 1/16 or 
even 4% of an inch. Counters are 
lowered correspondingly. Such 
lowered counters get less of a “bite” 
on the back of the heel of the foot, 
but they are moulded so that they 
get an extra tight grip on the sides 
of the heel. 


Refinement in Detail New 
Style Note 


By Charles F. Harney 
Harney Shoe Co. 


New shoes are 
artistic. All art 
work, whether 
the making of a 
shoe, a picture 
or a statue, is 
largely a mat- 
ter of refine- 
ment of detail. 
Buyers should 
bear this fact in 
mind and place 
their orders 
early enough to give manufacturers 
time to refine the details of their 
shoes. True enough, we can make 
shoes fast if we have to, but we 
must have time to work out the de- 
tails of shoemaking if the shoes are 
to be more artistic. I believe that 
what I say applies generally to all 
makers of novelties. 

This coming season is going to 
be a hard one in shoemaking. The 
new light colors are by no means as 
easy to work as are patents or dulls. 
We must secure new lasts, new pat- 
terns, new dies, new cleaners and 
dressings, linings to match the 
outers, new trims, and so on. .We 
have more details to which to attend 
than ever. Already some of our sup- 
ply firms are on overtime schedule, 
as they undertake to meet our re- 
quirements. It will naturally follow 
that some shoe firms will have to go 
on overtime schedules when the rush 
comes on early spring and Easter 


shoes. 

¢ The early open- 
Haverhill jh. "y °pP: 
spring season is heralded by grow- 
ing activity in the pattern shops and 
in the assembling of stocks of 
leather and manufacturing supplies 
in local factories. A limited amount 
of buying has already developed, but 
the local shoe men just returned 
from St. Louis declare that buyers 
are not to be stampeded into buying 
spring merchandise. Volume busi- 





Cc. F. Harney 
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than to the drawn-in effects. Light, 
airy, dainty footwear is the aim of 
the new lines. Next to ties, the light, 
slender strap patterns appear fol- 
lowed closely by the new fancy pump 
numbers. Colonials are in limited 
show at present. 

Colored kid in the lighter shades 
is unquestionably picked for spring 
footwear. Purchases at present 
seem to be largely on rose blush, but 
growing mention is sure to be made 
of pastel parchment, and still later, 
of gray. Grays are already receiv- 
ing more than casual consideration 
by the shoe men. 


With the excep- 
Brockton tion of one or 
two plants, most of the factories 
here now are working on spring de- 
livery work after having completed 
stock-taking. Some of the plants 
are working on full time, while 
others are starting slowly. There is 
said to be a fairly good volume of 
spring business on hand. 

Just now a good percentage of 
browns is being cut in men’s lines, 
and two-tone tans are popular. In 
the women’s section, a strong seller 
will be colored leather combinations 
of tans, rose blush and peach 
leathers and genuine reptiles. There 
is a surprising lack of all one- 
leather shoes for women, and what 
few there are are mostly in colors 
or novelty and reptile leathers. 


Comfort Prime Factor 
in Shoes 
By Bion F. Reynolds 


Success in the shoe business today 
means giving the buyer what he 
wants, and in these days of intense 
development of new styles, new 
leathers and new lasts, these factors 
have made shoe manufacturing, as 
well as shoe retailing, a difficult 
problem, with the style problem 
probably the greatest. Shoe making 
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J. EINSTEIN, Inc. 


will exhibit 





Beautiful Leathers 


in the 


AUTHENTIC SHADES 


Colored Kids 
and 
Exclusive Novelty Effects 


ALSO A PRESENTATION OF BEAUTIFUL 
FABRICS AND AUTHENTIC NEW 
SHADES FOR SHOES OF THE 

NEW SEASON | 


During N. S. R. A. Convention 


January, 1927 
at the 


PALMER HOUSE 
CHICAGO 


J. EINSTEIN, Inc. 
9 Spruce St. New York 


BOSTON ST. LOUIS CINCINNATI MILWAUKEE MONTREAL 
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John Fenton Now with 
Thomas G. Plant Co. 


BostoN—John Fenton has completed 
a cycle. His recent affiliation with the 
Thomas G. Plant Co. of Boston is a 
unique coincidence. This well known 
shoeman, who received his early train- 
ing in the industry under his father in 
England, carried on his first trip ‘“‘on 
the road,” a line of samples bearing the 
“Queen Quality” brand. This was in 
England, at the age of 19 years. 

In 1917 John Fenton entered the field 
of manufacturing as president of the 
John Fenton Shoe Manufacturing Co. 
of Columbus, Ohio. In 1923 he was en- 
gaged by the Selby Shoe Co. of Ports- 
mouth, Ohio, as stylist for the “Arch 
Preserver” shoe. is association ter- 
minated with the merger of the Fenton 
factory with the Selby company. Mr. 
Fenton also found time to study ortho- 
pedics and to do considerable research 
work with the X-ray. As a result of 
his investigations he has developed and 
patented several ideas which form 
valuable data in scientific shoe con- 
struction. In October, 1926, he left the 
Selby — to become associated 
with the omas G. Plant Co., where 
he will style and promote the Queen 
Quality “Osteo” line. 





Crafts Distributor to 
Join Parent Company 


G. P. Crafts Company, manufactur- 
ers of men’s shoes at Manchester, N. H., 
announce that their Philadelphia dis- 
tributors, egg Se gy Shoe Com- 
pany, 23 North Third Street, are, on 
Jan. 1, consolidati their territo 
with that of the Crafts New York of- 
fice, located at 147 West Broadway. 

Both Mr. Tompkins and Mr. Rebert 
of the Turner-Tompkins Company will 
be associated with the New York branch 
of the G. P. Crafts Company. 


Diamond Adds Lower Grade 


BroOcKTON—Following agreement 
reached by the unions here, the Dia- 
mond Shoe Co., following a 10-day shut- 
down to allow for stock-taking, has be- 
gun the manufacture of third grade 
shoes as an auxiliary to its production 
of high grade men’s and women’s welts. 
The new product, as soon as production. 
reaches its capacity, is expected to pro- 
vide work for from 100 to 200 more 
hands, and, should the trial prove that 
both type of shoes can be made, the 
company expects to erect a $100,000 ad- 
dition to its plant. 





International to Buy 
Sole Leather Tannery 


T. D. Barry Co. Dissolved 


BrockTton—Officers of the T. D. 
Barry Co., one of the oldest concerns 
in the city, which liquidated some time 
ago, have filed a petition with the Sec- 
retary of State Cook for the dissolution 
of the corporation, of which Charles L. 
Barry is the president and William A. 
Hogan, secretary-treasurer. The com- 
pany made high grade men’s welts un- 
til about two years ago when the plant 
was closed. Sonie months ago an effort 
was made to get satisfactory prices 
for manufacture of third grade shoes, 
but negotiations fell through and since 
that time the future plans have been 
indefinite. The dissolution petition now 
means the official end of one of the 
city’s best known concerns. 


Haverhill Shoe Production 
Establishes Good Record 


HAVERHILL—Based on 36 pairs to a 
case, Haverhill for the year ending 
roduced 15,182,568 pairs 
his statement is based on 
oe just released by the Haverhill 

amber of Commerce, compiled from 
records of case shoe shipments out of 
the city, via American Express and the 
many overland transportation agencies. 

Department of Commerce figures re- 
veal that the total women’s shoe pro- 
duction in 1925 was 104,781,000 pairs, 
of which Massachusetts _— 27 
per cent. On the basis of these " 
the local shoe industry produced one- 
seventh of the total number of women’s 
shoes during that period. 

The monthly case shipments from 
this city were as follows: 1926—Janu- 
ary, 26,169; February, 33,776; March, 
46,273; April, 41,920; May, 38,842; 
June, 34,775; July, 32,682; August, 
39,792; September, 48,633; October, 41,- 
205; November, 28,271. 
These compilations do not include 
parcel post_ shipments, estimated at 
125,000 cases annually. 








J. A. Jonas Busy 


HAVERHILL—One of the busy factor- 
ies in Haverhill is that of J. A. 
Jonas Shoe Co., making a line of novel- 
ty McKa This indicates the attitude 
of the volume buyers toward the Jonas 





line. 


Tomahawk Plant Bought 


by Wausau Shoe Company 


MERRILL, Wis.—The Wausau Shoe 
Co., of Wausau, Wis., which recently 
acquired the building formerly occupied 
by the Tomahawk Shoe Co., in this city, 
will begin operations at the new branch 
factory after Jan. 1, according to offi- 
cials of the company. Machinery and 
pg oe have been purchased and are 
on the way from the east and will be 
installed within the next four weeks. 
The daily production when the plant 
opens here will be 500 pairs, and the 
output will be gradually increased. The 
company has not yet decided whether 
the line to be manufactured here will 
be men’s or boys’ shoes. 





New Haverhill Factory 


HAVERHILL—On January 1 Milton 
Katzman and Joseph Rosengard will 
start making women’s fancy McKays 
Resmmgent Suse Guapany. The better 

oe any. ter 
the day the better the start, so they 


have organized for a thousand pairs 
daily to be sold to the retail and vol- 
ume buying trade. 

Duri 


the Boston Style Show a 
will i y at the Copley Plaza Hotei, 
room . 


Milton Katzman was formerly of the 
Katzman Adler Shoe Company and has 
a long selling experience. Joseph Ros- 
e was formerly with the J. P. 
Molloy Shoe Company of Manchester, 
N. H., and is a well known factory 
executive as well as a salesman. 





Two New Leather Finishes 


BostoN— Lamee patent, a new 
leather, is in the class of metallic luster 
leathers. It is adopted from the lamé 
wen 4 metallic woven fabrics of 

rance. It is made in shell gray, pastel 
parchment and rose blush. Frost calf, 
a new stock, gets its name from its 
frost-like finish, which is lustrous like 
on a cake, It comes in 
seventeen different colors. Both fin- 
ishes have been. brought out by the 
Griess-Pfleger Tanning Co. 
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TRADE MARK 














High riding two strap, cut out quarter, 
French Bound all around, 12/8 Military 
heel, Goodyear Welt, 409 combination 
last, built in steel shanks, molded 
bottoms. 


In Stock 
Widths AAAA to EEE 
Sizes 1 to 11 


Style B1812—Patent Leather with a cellu- 
loid covered heel. 


Price $5.50 
Style B1813—Black Glazed Kid with a 
leather heel, Wingfoot lift. 

Price $5.50 


Style B1811—Sorrel Tan Kid with a 
leather heel, Wingfoot lift. 


Price $6.00 
Sizes 8% and 9............ 35c extra 
Rees 946 ame 10.........<.. 50c extra 
Sizes 10% and 11............ 75c extra 





165 N. Water St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 


A Mew Eames 


Heel Last 


The last our retail friends have 
long been asking for: same fitting 
qualities as our famous 309, with 
a lower (12/8) heel, wider toe, 
and shorter forepart. 


The new 409 widens out beauti- 
fully. Looks as trim in a Triple 
E as it does in a Triple A. 


All advance orders have been 
filled. We now have a surplus in 
the three materials, and are in 
position to make “at once” de- 
liveries. | 


If you are looking for a 12/8 heel 
last that fits, and a pattern that 
pleases, try a run of these two 
straps in kid, patent and sorrel 
tan kid. 


Remember, we ship the shoes the 
day we receive the order. 
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“Jack” Clark, president of the Iowa 
Shoe Travelers’ Auxiliary 


J. O. Gavin, who led the “field” in a 
recent Endicott-Johnson Corporation 
traveling salesmen’s “sweepstake” 


Carl P. Ortlund, style show director 
of Iowa Retail Shoe Dealers’ Asso- 
ciation 


| Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 





HE Iowa Shoe Travelers’ Auxil- 

iary are “all set’ to do big 
things on March 15-17, when the 
Iowa Retail Shoe Dealers’ Conven- 
tion and Style Show will be held at 
the Hotel Fort Des Moines. One of 
its good workers, Carl P. Ortlund, 
who represents the Miller-Lerch 
Shoe Mfg. Co. and who in past years 
has conducted the Iowa style shows 
so splendidly, will be assisted by E. 
C. Wiltsey, retail shoe merchant of 
Des Moines, and by another of its 
members, President Jack Clark, who 
represents the Sherwood Shoe Co. 


ILLIS L, GOODWILLIE, with 

headquarters at Hotel Alexan- 
dria, Los Angeles, Cal., who covers 
the Pacific Coast for the M. N. Ar- 
nold Shoe Co., visited Boston recent- 
ly, after an absence of four years, 
and ran into the RECORDER office to 
say “Howdy” to the “Big Boss”’— 
E. B. T., and to report that he had 
a happy time back here among his 
many old friends in New England. 
He was accompanied by Mrs. Good- 
willie. Mr. Goodwillie and wife left 
“The Hub” on Dec. 6 for the Coast, 
with stop-overs at Cleveland, Chi- 
cago and Kansas City. Incidentally, 


in the Nation 
By HELEN M. HANEY 


Mr. Goodwillie has proprietary su- 
pervision of six Glove Grip shoe 
stores on the Coast, the latest one 
being in Denver. 


T a recently held joint meeting 
at Des Moines to complete con- 
vention plans of the Iowa Retail 
Shoe Dealers’ Association Conven- 
tion, President Jack Clark, Vice- 
President Con Quinn, ‘who repre- 
sents the Selby Shoe Co., and Sec- 
retary-Treasurer Charles Clark, who 
represents the Florsheim Shoe Co., 
met with the executives of the Iowa 
Retail Shoe Dealers’ Association. 


HARLES J. VEIGARD of Roch- 
ester, vice-president of the 
Rochester Association of Traveling 
Shoe Salesmen, who sells the line of 
infants’ shoes made by W. C. Good- 


get, Inc., will in the future sell in’ 


New York State the Kuhnert line 
for the little folks. Mr. Veigard 
has given up his Blum line. 





carry the misses’ and children’s line 
of the F. A. Kuhnert Shoe Corp. 


L. IMIG was recently unani- 
@ mously nominated for-the presi- 
dency of the Wisconsin Shoe Trav- 
elers’ Association. “Chris” J. 
Johnson won-the “primaries” with- 
out opposition for secretary-treas- 
urer. There were two nominees for 
vice-president—Henry Klos of Madi- 
son and John Kowalski of the Walter 
Boot Shoe So. 


ESPITE the recent anxiety over 

the effects of the bumper cotten 
crop and the hurricane disaster in 
Florida, business in the South is ex- 
eeptionally good, according to the 
Endicott Johnson Corporation. In 
the ual sales con- 


the list in 
the amount of done, and 
tives, including EB. H. Sullivan at 
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TLL CZ/ZZZZZZZA AAAS 


OGhrisinas 
reehugs 


Christmas 
What? 


Christmas business will be 

ood—it will come easy— 
But don’t forget January 
business must be fought 
for. 


Go after it while your com- 
titor is resting on what 
& did at Christmas. Good 
displays will assure you of 
more than your share. 


“The Guide to 


Better Window 
Displays” 


showing ool Spring deco- 
ratives will help you plan 
your displays. A free copy 
is awaiting a word from 
you. 


The 
Adler-Jones Co. 
645 So. Wells St. 
CHICAGO 
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RETAIL 
SALE SMEN 


Your Training Fits 
You for Much Larger 
Opportunities! 




















The better Retail Salesman you are, 
the better equipped you are to become 
a Potential Co-Partner and Manager 
of one of our Stores. 


The J. C. Penney Co. Operates 
745 Department Stores—a 
Nation-Wide Organization. 


We are looking for Live, Energetic, 
Ambitious Men who believe in them- 
selves—are willing to invest THEM- 
SELVES—to train for a Managership 
and Part-Owner of one of our Stores. 
We are constantly opening additional 
Stores. 


No Investment Required Except 
Hard Work, Ambition and De- 
termination to Make Good. 


If you believe in yourself and are interested 
in such an opportunity—if you are under 
35 years of age—experienced in Revea. 
either Dry Goods, Clothing, F 

Shoes—of good habits and sound health, 


we would like to hear from you. 
An interview may pave the way to Success. 


Write for our booklet, “The Next Ten 
Years.” It explains our plan in detail. 


(‘PenneyLa| 


330 West 34th Street 1205 Olive Street 
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Irwin I. Roth, sales promotion and 
advertising manager for Bettman- 
, Dunlap Unit of L. A. Crossett Co. 


through most of the Southern States 
and found business conditions good 
everywhere. Mr. Muffley states: “The 
general development in the Southern 
States during the last few years has 
diversified business interests and 
greatly strengthened the economic 
structtre of that part of the coun- 
try. There is every indication that 
Florida will have a successful win- 
ter. The prompt work of recon- 
struction created a demand for labor 
and increased the payrolls. Both 
railroad and automobile travel are 
heavier than they were at the same 
season last year, but the most con- 
vincing proof of Florida’s condition 
is in the business available there.” 


HARLES SLAVENS, who tray- 
els the Southeast for the Selby 
Shoe Co., returned to Atlanta recent- 
ly after a fairly successful trip over 


his territory. Mr. Slavens stated 


that business was particularly good 


in Florida and promises to continue 


very good in that State. 


T a recent meeting of the Wiscon- 


oo E. BERGER, president of the 


e Pennsylvania Shoe Travelers’ 
Association, with headquarters in 
Pittsburgh, Pa., spent a few days in 
Boston recently. Mr. Berger at- 
tended the St. Louis Style Show and 
before going home ran ‘on to Boston 
to meet National Secretary Delany, 
with whom he had corresponded for 
many years but had never before 
met. Mr. Berger’s slogan for suc- 
cessful selling is, “Be Honest and 
Work.” 


HE Cincinnati boys met recently 

and planned a luncheon meeting 
for Dec. 22 at the Shoe and Leather 
Club, with George Schuette in 
charge. Frank Weber, ex-president 
of the N. S. T. A., asked the Cincin- 
nati Association to support Homer 
Beals of Indiana as candidate for 
vice-president of the National. A 
drive is on for new members, ' 


ARRY P. LYNCH, Vice-Presi- 

dent of the Boston Shoe Travel- 
ers Association, and publicity man 
for ‘Stephenson & Osborne, Lynn, 
Mass., has for years occupied an 
office next to that of National Secre- 
tary Delany. Therefore he is very 
familiar with the wide scope of the 
activities of N. S. T. A. headquarters, 


hl 
A CHRISTMAS THOUGHT 


Christmas is only one week 
away. Let’s not forget those 
comrades who are old and 

‘sick. A _ letter, 


or card of 


sin Shoe Travelers’ Association, & 


held in the North Club Room of the 
Medford Hotel, “Hank” Powell of 
the Marathon Shoe Co. gave a short. 


talk. 


* 


4 a an, F he 
B. McCARTHY, with Boston 
office at 183 Essex Street, rep- 
resents the Brown Shoe Co. Among 
his big accounts is that of I. 8S. Forb- 
stein, buyer of the Outlet Co.’ 
department. “Bob” and I. 
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and the tremendous work that is 
daily “put across” most efficiently for 
the boys on the road and the trade 
in general. So when Harry happened 
to “hit” New York at the time the 
annual meeting of the New York 
Boot & Shoe Travelers Association 
was going on, and was invited to 
come and give a talk, he told the boys 
of “The Big Burg” all about the 
vast amount of detailed work, con- 
ducted so admirably, at the N. S. 
T. A.- “bailiwick.” 


HE Rochester boys are to have 
a Santa Claus party on the eve- 
ning of Dec. 29, at the home of “Sky 
Parlor” Anderson on Seneca Park- 
“Eddie” Gordon will assist 
Santa in the big “stag” event of the 


year. Election of officers will be 
held. 
W. (“KIT”) CARSON, who 


@ formerly covered the South- 
west for the Thomson-Crooker Shoe 
Co., Boston, is now connected with 
the Sam B. Wolf Shoe Co. of Cincin- 
nati, but is “sticking close” to his 
old friends in his same old territory 
—the Southwest. “Kit” “put up” at 
the Hotel Jefferson during the re- 
cent St. Louis Style Pageant, and 
while there met many of his cus- 
tomers. 


H. McELROY represents the 
oF. M. Hoyt Shoe Co. in Mis- 
souri and Illinois. Mr. McElroy is 
one of the big men of the South, both 
as a salesman and in physique. He 
formerly sold shoes for ten and a 
half years in Illinois and western 
Kentucky for the J. W. Carter Shoe 
Co. of Nashville, Tenn. He is now 
making a fine record with the F. M. 
Hoyt Shoe Co. 

















REG.U.S. PAT. OFF. 


Basketball and gymnasium teams, more and more, are 
favoring Keds. The new numbers and improved favorites 
have established Keds as the standard shoe line for all indoor 
athletics. With the season now about to open, you can build 
up your fall profits with a representative stock of Keds. 


United States Rubber Company 





“SPRING-STEP” 
A new arch cushion Keds. 
Relieves foot strain. Arch 


5 supporting } stays. 















“CREPE SOLE 
METEOR” 
Feather-weight shoe, 

crepe sole. 
Great favorite. 


“COMET” 


Famous basketball shoe 
with many sure-selling 
features. 
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Howl 


For Rubbers 


“Qne Snow Storm Before 





Christmas Is Worth 
Two After” 


ING WINTER has been 

“camping out” of late over 

a wide stretch of this coun- 
try. However, severe snow storms 
and icy blasts were just the kind of 
stimulus which the rubber shoe 
businees needed and it reacted ac- 
cordingly. As Lee Baker, retail 
shoe merchant of Brockton, Mass., 
and others interviewed smilingly 
stated, the old saying: “One snow 
storm before Christmas is. worth two 
or three snow storms after Chriat- 
mas,” is a true one. The fact is that 
the public, generally, has suddenly 
woke up.to the fact that they must 
now have overshoes and heavy rub- 
ber goods. One big department 
store in a big city sold, the day af- 
ter a thirteen-inch fall of snow, 2500 
pairs of gaiters; an exclusive shoe 
store in the same city sold, the same 
day, 1500 pairs of men’s, women’s 
and children’s; a small, high-grade 
exclusive men’s shoe shop kept the 
boss and his assistant busy in the 
distribution of 150 pairs, at the regu- 
lation priee of $6.50 for Zippers and 
$5.50 for the four-buckle gaiters. 
Retail shoe salesmen say, incidental- 
ly, that their forefingers and thumbs 
are sore from the constant “zip- 
ping,” buckling and unbuckling. 





Wintry Blasts 
Make ’Em 
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Suggestion for a Christmas gift trim of rubber shoes for rough weather 


ends of rubber stocks in retail stores 
were cleaned up in a few days— 
everything moved to the consumer, 
provided it afforded the required 
protection. Not only gaiters sold 
well, but rubber boots and low rub- 
bers. Those merchants who have 
been featuring the fact that they 
sell quality goods and good-fitting 
goods at fair prices, and who have 
established in the minds of the folks 
in their communities, by frequent 
rubber shoe displays, that their 
stores are rubber footwear head- 
quarters—have not had to reduce 
prices—and consequently are doing 
the best gaiter business. 


NOWDRIFTS of recent days, to 

the accompaniment of more 
overshoes worn by the men and 
women of America, brings to the 
minds of many a retail shoe mer- 
chant the snow drifts of other years, 
when the college girls of the North- 
west led the onrush for the “easy- 
on-easy-off” type, as well as the “roll- 
down” type of gaiter, by means of 
the old rubber boot. It all started 
in the University City of Madison, 
Wis., during a heavy snow storm. 
The girl students had bought out the 
town on rubber boots—they would 
wear the boots to class, carrying 
their slippers in their pockets, then 


Goodrich Rubber Co., was in Madi- 
son one day when this interesting 
process was taking place—and he 
made some deductions rubber foot- 
wear wise: Result, the Russian boot 
—a little later it was the Zipper. 
Other rubber companies came into 
the field with hookless-Zastened front 
boots and Russian boots, and cuff- 
topped boots—some long, some 
shorter. College girls. and boys in 
various sections had original ideas 
as to the style in rubber footwear 
protection—some took the four- 
buckle arctic and turned it way down 
so that its top draped itself over the 
instep, almost to the point of trip- 
ping up the wearer; some hung 
on little bells to “jazz up” the 
jangle of the buckles. We all know 
the style developments since, with 
rainbow rubber boots and Rayn- 
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your business 


Your Business “Main Street”’ has no geographical location 
yet it exists—a definite tangible road. It was built according 
to a definite plan obtained by a careful survey of the insis- 
tent business demand which instigated its construction. 


Your Business “Main Street” is your business paper, 
reaching as it does the far-flung branches of the business it 
represents, bringing to you the latest news the trend of 
contemporary thought and practice of the phase of business 
which it serves. 

The fact that these Business ‘‘Main Streets” are supported 
by readers like you, who willingly pay the taxes required 
to maintain these highways for gathering and broadcasting 
knowledge pertinent to your business, is evidence of the 
necessary function they serve. ~ 

Let them serve you to their fullest extent. Become an 
habitual reader of your A.B.P. paper. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N. Y. 








An association of none but qualified publications reaching 
@ the principal fields of trade and industry. 


—-— 


sansa 


The Boot & Shoe Recorder is a member of The A. B. P. 
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152 KAWNEER FRONTS 


Within a Radius of Four Blocks in a 
City of 100,000. 





















a twenty-one years ago, when Kawneer 
Copper Store Fronts (the first of their kind) ap- 
peared in our shopping centers, people uncon- 
sciously stopped and gazed in admiration at the 
marked contrast between the old and new. These 
bright spots were looked upon as something unique, 
and soon became the talk of the community. They 
were as magnets that attracted people into stores. 











Proof that Kawneer Store Fronts have the 
power to pull prospective purchasers into stores is 
made manifest by the scene above. 152 merchants 
in this district have Kawneer fronts working for 
them night and day. There are over 300,000 
throughout the United States and foreign countries. 






The coupon, pinned to your letterhead, will 

bring reproductions of many installations, the own- 

' ers of which testify that their Kawneer Store Fronts 
are their most valuable sales medium. 


_ 
























CONSULT YOUR ARCHITECT ~. 
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SCHMIDT'S 
MO-BE-CA 
MOstr BEavutirut CALF 


In all the refined pastel shades 


Get acquainted now with MO-BE-CA 
CALF for it will command your:atten- . 
tion before the season is much older. 


Swatches and sample skins are available | 


for immediate inspection. 


SCHMIDT'S 
MO --BE--CA 


} Carl E.Schmidt &Co.tnc. Fic 
ITAA) Of The Schmidt ( alf Le at hye f 


Oysanesn Mich 
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FAST and SNAPPY 


THAT’S HOW THEY ARE SELLING 
READY—IN STOCK 


NOW! 

















No. 3481—Patent Leather One 
Strap with side cut-out. McKay 
Last 259. Bound Edges. 148 
Covered Wood Military Heel. AA 
to C up to 8. 





The “Thora” 
$4.75 


No. 3418—Patent Leather 4-eye-tie 
with Black Serpent Trimming and 
Heel. New McKay Last 266. 14-8 
Covered Wood Military Heel. AA 
to C up to 8. ; 











See the Complete 
Drew Line of 


McKays 
Turns 


Welts 
and above all 


Those World Famous 


Drew 
ARCH REST 
Welts 


at the 


CHICAGO SHOW 
JANUARY 4 TO 7 
Headquarters 


‘Room 1129 
Hotel Sherman 


and 


Room 1127 
Morrison Hotel 





The “Revue” 
$4.50 


No. 3431— Patent Leather One 
Strap with Cut-out and Patent 
Overlay thru Cut-out. McKay Last 
268. 16-8 Covered Wood. Louis 
Heel. AA to C up to 8. 


No. 3475—Same in Black Satin 
with Strap and Overlay of Black 
Serpent. 
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WHERE TO BUY 
Men’s Shoes 
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HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES and RUBBERS 
Every Wednesday and Friday 














e FoR MEN 
M. A. PACKARD CO., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 


Syracuse, N. Y., U. 8S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Left-—Zesmer’s Bootery, Dallas, Texas, offers the Yvette in a 
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$10. This successful style, as shown, has a patent forepart with patent moire er. 


Right—Another oxford type, this one taken from the store of F. E. Foster & Co., Kansas 
City, Mo. Sells for $12.50 in patent trimmed with lizard. 


Below—Selig’s in Indianapoli. Cenui: 





amber alligator with cherry patent leather 


scroll trimming at $16.50. 


Covering the Entire Country in a Telegraphic Style 
Survey, Giving Positive Information 


ETOT’S SHOE STORE in Cin- 

cinnati is featuring a new fa- 
vorite in patent leather with an in- 
lay and heel of leather whose col- 
ors are as iridescent as changeable 
silks and satins. This store is ad- 
vocating morning shopping during 
the holidays and is advertising 
“For better service, shop morn- 
ings.” 


L. SIEGEL, buyer for Joel Gut- 

@ man of Baltimore, reports that 
black suédes are strong, especially 
black suédes with various black 
trimmings. Brown suédes are aiso 
in demand, and, like the black 
suédes, are in demand with novel 
trimmings of various kinds. Sa- 
tins, Mr. Siegel says, are selling to 
some extent, but only for evening 
wear, and added that there was a 
marked tendency toward oxfords. 
Reptilian grains are not in very 
big demand, though a satisfactory 
volume of sales in both alligator 
and lizard are being made daily. 


Mr. Siegel forecasts for the spring 
season a demand for colored kids. 
The best numbers, he believes, will 
be rose blush, rose blush with 
lizard trimming, sorrel kid, lotus 
kid, gray kid and pastel parch- 
ments. 


SACKS, buyer for Bernheimer- 

@ Leader Stores, reports a very 
strong demand for reptilian grains. 
The demand for these shoes, Mr. 
Sacks said, is the best he has wit- 
nessed, and he has been connected 
with the shoe business for a num- 
ber of years. The genuine, in both 
alligator and lizard, are the only 
ones for which the demand has 
been witnessed. The imitation 
found little or no call. Of the two 
reptilian grains, the alligator has 


been the favorite, Mr. Sacks said, 


and from present indications, he 
added, the alligator will continue 
to rule favorite. The demand for 
all other shoes at this store has 
been of a somewhat negligible char- 


ers, satins, brown suédes, 
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maggie! among the slipper numbers carried by the Higbee Co. of Cleveland is this 
odel priced at $18.50. It is sold in pink and silver and in blue and silver. 


Right—The Phyliss, a $15 seller in the store of Roos Brothers, Soe Fr 


oi: A doubl 





strap model of patent kid and genuine 


Below—Neo less stylish are the lower 


lines, as witness this “Chic” mode of 


priced 
black patent and sauterne sold by Nisley in Rochester, N. Y. 





metals and dulls, are being sold, 
Mr. Sacks said, but the volume of 
business in them is decidedly not 
to be compared with the volume of 
business that is being experienced 
in the reptilian grains. 

A tendency toward novelty ox- 
fords is becoming more  pro- 
nounced every day. Conservative 
oxfords are meeting with but few 
calls. For spring, colored kids will 
lead the demand, Mr. Sacks de- 
clares, and adds that as well as he 
can forecast shell gray, rose blush 
and pastel parchments will rule 
favorites. Gingham patterns will 
be one of the novelties. 


G G. HEBERT, shoe department 
@ manager of the Loveman, 
Joseph & Loeb department store, 
Birmingham, Ala., reports that the 
new styles of bedroom slippers, in- 
cluding patent leather lined with 
red felt, satin and kid, both the 
d’Orsays and mules are proving ex- 
ceedingly popular as Christmas 
gifts. With all outgoing packages 
during the past week letters telling 
of these attractive slippers for 
gifts were included, said Mr. He- 
bert, and the result has been most 
gratifying. These slippers range 
from $2.50 to $8. Both low and 
medium heels are being sold. Quite 
a lot of evening slippers are also 
being sold just now for the holi- 


day festivities. Patents are lead- 
ing. 


AVID B. DAVIES, assistant 

manager of the Fashion Store, 
Columbus, Ohio, says that light 
colored pumps and fancy oxfords, 
particularly in rose blush, have 
gone very well with a steady con- 
tinuance of pump and single strap 
patents. Trims of paisley and sil- 
ver and gold kid have been best 
sellers, too, in evening footwear. 


H. PARKINSON, manager 
/Y « of the Peacock Shop, Knox- 
ville, Tenn., is having an excellent 
trade in suédes in spite of the fact 
that shoe patrons in this section 
are always hesitant about adopting 
a suéde number. Most popular is 
a black suéde strap with high heel 
of patent. Along with the popular- 
ity of this slipper is a brown strap 
with cherry patent heel. Satin 
slippers are having a revival in 
popularity in this shop, after sev- 
eral weeks of slow moving. 








WHERE TO BUY 
Men’s Shoes 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STY LES! 
“They've Cot to Be Stetson 
te Be Snappy” t 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 





















HAND TAILORED 
HAND LASTED 


Bion F REYNOLDS Cons. 


TON 





WHERE TO BUY 
Ballet Slippers 
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WHERE TO BUY 


Men’s & Women’s 
Slip pers 
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IN STOCK—Boudoir Slip- 
pers, Bl. Kid. B and D 
Widths, Right and Left. 

High grade 
bench made 
turns with 
rubber lift. 


THE DAVID SHOE MFG. CO. 
129-135 W. Central Parkway, Cincinnati 





Sortge ? ia 
atngan sire, iD 


The Quality 
Swan ShoeCo., Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. CO., _~ 


41-45 Washington A oe» Ressiien, 3 
New York Office, eons 1116, 1328 Fa 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


t $24.00 per doz. and Up. 


“Of the Better Grade 
For the Better Trade? 








Novelty Slipper Co. 


123-181 West 19th Street 
New York City 











WHERE TO BUY 


Miscellaneous 


‘ 


ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 

















America’s Favorite 


NU-5 SHINE 
Brectass Festi 


Makes O14 Shoes Look New 
THE NU-SHINE CO. 


Mkt. St. Reidsville, N. C. 
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Left—One strap model of patent colt with gray lizard trim which 
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has sold well in the 


store of James Lawrence & Son, Hartford, Conn. 


Right—Pierre of Boston has named this the Zesere—a smart step-in of black ooze with 


spider-web kid underlay. 


It sells for $10.00. 


Below——The Court Opera, « popular number in the store of Artcraft Shoes, p ere 
D.C. The buckle is additional, the shoe itself selling for $12.00 


and in keeping with royal motif. It 
is announced as “an exotic innova- 
tion of the royal wardrobe. A 
strolling pump of black patent with 
the new straight line heel—distinc- 
tive with an Arabian shutter deco- 
ration of ebony suéde three tone 
underlay, backed with Alladin 
Satin.” The Model management, 
which began featuring the monthly 
style program shoe last summer, 
declares that the idea has been a 
successful business getter. 
cial display in the window the first 
of each month and the incorpora- 
tion of the shoe in the house’s 
monthly bulletin, mailed to a se- 
lect list of 2000 customers, coupled 
with newspaper advertising like 
the illustration, feature the offer- 
ing. 


ATENT leathers are outselling 

all other women’s shoes, said 
Henry E. Jones, manager of Dal- 
simer’s, Baltimore. Black suédes, 
brown suédes, gunmetals and dulls 
are selling to some extent, as are 
also the reptilian grains, but they 
are not as popular as are the patent 
leathers. Mr. Jones also reports a 
tendency toward novelty oxfords, 
featuring various types of trim- 
mings. 


er 


A spe-, 





F the four current models 

made on the Tootsie last, Dol- 
phin McDowell, manager of the 
Walkover Shoe Store, reports that 
the gored instep strap model with 
buckle over gore, a lizard trimmed 
number, has been most in demand. 
The patent leather tie on this same 
last has practically been sold out 
of stock as. well. The other two 
Tootsies, a black and larchwood 
and a lighter combination, have 
materially assisted in putting this 
last at the top of last week’s sales. 


H. EVANS, manager of the 
W. Beacon Shoe Store, San An- 
tonio, Tex., says that, although tie 
models have been by far the most 
popular type of women’s shoes in 
this city during recent months, 
favor will gradually swing toward 
light strap models as spring ap- 
proaches. “Tie models are having 
a strong run now in San Antonio,” — 
he said, “but I feel confident that 
straps will be the more popular by 
next summer.” Black satins and 
light weight kids are moving sc 
nicely and in all probability wi 
continue to do so, Evans said. 


says that 90 per cent of his 
are patents. Satins are ru 
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Left——Manfield, in Philadelphia, has do 
four materials—<in patent or in tan at 





Right—The Heinz Store in Allentown reports 


red patent with 


about 7 per cent. Rose blond and 
wine patents are trailing behind. 


ECTOR COFFIN, manager of 

The Bootrie, Knoxville, Tenn., 
reports as the best seller the one- 
eyelet Theo Tie in patent with high 
spike heel. This shop is now show- 
ing an attractive one-strap pump in 
cherry patent, but this number is 
moving slowly. Growing girls are 
buying a sport oxford in tan and 
blond with flat and medium heel 
and a low heel patent this season 
instead of the high shoes they used 
to wear. 


HE Hirschman Shoe Co. of Salt 

Lake City finds that black foot- 
wear in ladies’ shoes is almost the 
only seller, with pumps and d’Or- 
says the leading models. While 
men’s shoes in tan have been the 
leaders for some time, it looks as 
though black footwear for men is 
going to give tan a hard fight. 
Blacks are now practically on an 
equal as far as popularity is con- 
cerned. 


ESPITE the fact that in years 
been more or less flops 


of mild temperatures, the vy 
types are catching on in his store 


has been a st 


Below——The cut-out shank in winter! But this is from Los aga» see mee Shoe 
Salon—chanel cream k: selling at 
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this winter, according to W. H. 
Evans, manager of the Beacon Shoe 
Store. “Several of my double sole 
models for young men, especially 
those with fancy toes, are holding 
up fine,” he declared. Evans said 
that blonds and brightly colored 
shoes for men which put in their 
appearance last spring are about 
dead in this city. 


HOE shops here are beginning 
to push the heavier winter shoe, 
that is high top shoes for men and 
for those who insist upon low 
shoes something in thicker leather. 
The Florsheim Store is having a 
special run on their new high heel 
shoe, advertising it as the ideal 
winter shoe, made especially to re- 
sist snow and dampness. The 
Douglas Stores are featuring their 
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WHERE TO :BUY 
Standard Shoe Materials 





T. W. Godsoe, Pres. F. BH. Jones, Treas. 
W. G. Donald, Vice-Pres. 
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WHERE TO BUY 


Shoe Ornaments 








ZER B 
Newest 
Cut Steel and 
SHOE 


Studded Heels 
6°6W32nd St.New 
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WHERE TO BUY 


Women’s Novelties 


1 ilies li lined 


KRM INNS NINy 
EVERYBODY WANTS— 


Cherry Patent with brown 
suede and rost blush trim- 
ming! We have them! Send 
for samples—our expense. 


Samuel Cohen Shee Co. 
72-82 Lineoin St. 
Boston, Mass. 





Latest Styles at 
Popular Prices 
in Stock. ~ 
ST.~NEW YORK CITY 














The Shoe You Wear 
Tells What You Are 


SAN ANTONIO (UTPS)—If 
you’re a shoe salesman and know 
your stuff, you should be able to pick 
up a pair of worn shoes and, after 
examining them, visualize the ap- 
pearance of their owner. That’s 
what Joe Passur, of the Pollock Shoe 
Co., says, anyhow. Just to show how 
it’s done, Passur got hold of a pair 
of slippers which obviously had been 
worn for a long time. 

“The woman who owns these 
shoes,” he recited, “has rather large 
ankles, is somewhat bowlegged, is 
stout, and of medium height, about 
forty years of age and is not par- 
ticularly tidy in her dress. 

“IT can tell that she has large 
ankles because the uppers are run 
down over the heels on the outside,” 
he explained. “She walks on the 
sides of her shoes, and that indicates 
that she’s bowlegged. The type of 
shoe tells her age pretty accurately; 
her weight shows in their width and 
her height in their length. No trick 
to that.” 


Beal Buys Boston Stock 


DENVER.—Beal’s Shoe Store, 1120 
Sixteenth Street, this city, has pur- 
chased the entire stock of shoes of the 
Boston Sample Store, 1521 Lawrence 
Street, this city, and has added _the 
shoes to its stock. Another deal in Den- 
ver just gw ew was that of 
the Golden E Company, which pur- 
chased the re stock of the B. Block 
Shoe Company of 127 South Tejon 
Street, Colorado Springs, Colo. The 
Block company’s stock of shoes has 

shipped to Denver and added to 
the shoe department of. the Golden 
Eagle. 
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Three popular men’s types. 


On the left is a model sold by Parker & Diemer of New York Sant. to men who want a last 
with trim lines and a certain amount of “do 


At the right is the formal dress shoe of patent for the conservatively well dressed man 
selected from the line of Whitehouse & Hardy, also of New York City. 


Below is the rip-roaring, “‘doggy” type, from Wyman’s store, Baltimore, for the young man 


whose trousers bottoms are still inclined to be wide. 





An exceptionally good seller at $6.00. 








the inducement of customers to buy 
high shoes for the winter, to be dis- 
carded during the warm months for 
low shoes. 


O. BUTTLER, manager of the 
@ Hanan & Son store, Kansas 
City, reports that business in gen- 


eral is very quiet. Even with the 
colder days approaching demand 
picks up but little. More than 75 
per cent of his sales are in the pat- 
ents. The live spot in the demand 
is for genuine alligators even at 
$19.50 a pair. 





This envelope might have been addressed to Charles W. 
Evans, president of the National Shoe Travelers’ Asso- 


ciation, located at most any point o 
pass, and it would have reached 


the industry's com- 
harlie just as safel 


and quickly as if addressed to him at his Chicago 
ers. Tom Daly, who represents Upham Bros. Shoe 


quart 
Co. in “The Windy City,’ 
genial N. S. T. A. Prexy 


recognizing the fact that the 


e in shoe- 


is known 
dom, sent a letter to Charlie by air mail during the days 
of the St. Lowis Style Pageant in the envelope repro- 


duced herewith. 


nd Tom was right, guessed right the 
time 


very first 
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1876—“Fifty Years of Service”—1926 


Why Not Take Stock of Your Insurance? 


As you approach the time when you take stock of your merchandise, the question naturally 
arises—“Why not take similar stock of your insurance? Why not figure out just what kind 
of insurance protection you have and how much it is costing you?” 


Insurance is not like merchandise—it runs out at the end of the year without any special 
clearance or sales effort. When it has run out—or before it runs out—the careful merchant 
always provides for a new stock, because, under emergency conditions, it is fatal to be with- 
out it. 


In connection with your other invoicing or as your various policies mature, we suggest that, 
before you place any renewals, you check up, cold-bloodedly, on the actual value and cost of 
the insurance you have, and then compare these values and these costs with what the 
Central has to offer. 


The most careful investigation will demonstrate that Central policies offer the highest quality 
of insurance protection at a saving of 30% in cost. Such a proposition is bound to be of vital 
interest to the careful buyer. We will be glad to give you full information upon request. 














The Central Manufacturers 
Insurance Company 


ot Van Wert, Ohio. 














The Difference For the Holidays 
Between Turns and In Stock 
McKays | These slippers 


show excep- 


This is only one of the sub- ane value - 
. © 7 | make a wonder- 
jects discussed in a 16-page Serer ers 
booklet—just off the press. In | fering. Order 


addition to telling how turns | | quickly to insure 


prompt ship- 


and McKays are made, there 
ment. 


are, also, chapters on the welt | 
and stitchdown processes. Ac- | | MEN'S TAN 

. ° CALF MULES 
curate and authoritative. We | | Quilted Satin 


: Lined, Padded 
vouch for it. gi om 


No. 403—1.25 Pair 
25 cents per copy Red Calf — 1.50 


(cash with order) 


Boot and Shoe Recorder Pub. Co. 
207 South St. Boston, Mass. 





43 N. Third St. 
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Tere err Se ee 


Start the New Year Right 


and Set 100% Value 
from 
Your Display Windows 
SS 
1927 
with the 


NEW 
IMPROVED 


RECORDER 
SHOW CARD SERVICE 










Orders Mailed Now Start with January Cards 


4 BEAUTIFULLY EMBOSSED ART , 
LEATHER FRAMES (like above) 

: ¢ 400 
8 CARD INSERTS EACH MONTH ; Dey mon fh 


50 BLANK PRICE TICKETS 





Double Service: 6 Frames and 12 Cards per Month - . $4.00 Per Month 
Pe ALSO: : 
COUPON THE RECORDER STOCK RECORD BOOK 

Recorder Show Card Service 

Room G07, 169 West Madison St., FOR COMPLETE AND ACCURATE 

L.-- a we Br ~4 p-% vite STOCK RECORD KEEPING 

to. bay Jou $5.00 per month ‘for this Mailed Postpaid on Receipt of 

Your Check 


We carry Men's, Women’s and Chil- 
Hosiery. 


dren's Shoes a 

(Cross out lines not carried). $ 

We prefer the (Grey) (Bronze) Mat 

board frames. 

Letter our name on the mats as r —EE 
copy attached to this coupon. ” 





Si centgh ot sche Mien shied THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois 
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Business Changes 


MONTGOMERY, ALA.—Harry F. White 
(Care of Alex Rice, Inc.), shoes, re- 
ported will discontinue business Jan. 1. 

San JOSE, CAL.—Fashion Bootery, 
shoes, incorporated with authorized 
capital of $25,000. 

CHICAGO, ILL. —Frank J. Rost, Jr. 
(3206 N. Cicero Ave. ); shoes, reported 
going out of business. 

Abe M. Simon (3109 S. State St.), 
shoes, etc., reported discontinued busi- 
ness. 

Norwoop Park, ILL.—Maryan Pischo 
(6005 Nina Ave.), shoes and repairing, 
reported sold stock of shoes—will con- 
tinue shoe repairing, only, at this ad- 
dress. 

KIRKLAND, ItL.—Kelly & Paulson, 
shoes, etc., dissolved partnership; suc- 
ceeded by Tom Kelly. 

SPRINGFIELD, ILL.—Globe ne a 
Stores (4257-4263 Archer Ave.), shoes, 
etc., incorporated with authorized capi- 
tal, $25,000. 

EAst Cuicaco, INp.—Martin Pes 
(4810 Alexander Ave.), shoes, etc., re- 
ported moving to 2147 W. 11th Ave., 
Gary, Ind. - Admitted partner and will 
operate as Salgo & Frank. 

Syracuse, Inp—J. U. Wingard, 
shoes, ete., succeeded by Foster & Har- 
ley. 

"x Crry, Kan.—C. L. Peebler, 
shoes, etc., reported closed out here; 
removed to Yates Centre. 

Yates CENTRE, KaN.—Byron Sharito, 
shoes, etc., succeeded by C. L. Peebler 
of Elk City. 

PorTLAND, Me.—Finks Bros. Shoe 
= Inc., shoes, succeeded by J. Le- 


HAVERHILL, Mass.—Landry & Pro- 
vost, turn shoe manufacturers, recently 
commenced business here at 49 Wash- 

mn St. 

TON.—Allen & Paisley Co., shoes, 
etc., incorporated with authorized capi- 
tal of $50,000. 

Hotyoxe, Mass.—Charles H. Gilbert 
(409 High St.), shoes, etc., reported 
left town. 

LOWELL, Mass.—United Novelty Shoe 
Co., Inc:, shoe manufacturers, pod 
ated with authorized capital of $50,000 

LYNN, Mass.—Ray Crooker 
shoes, ete., inco’ satel with author- 
ized capital of ,000. 

WosurRn, Mass. — Peterson Patent 


Leather Co., leather manufacturers, in- 
seg oa suthoriasd 


ital of $25,000. 
mg | _ Co., 


peseven with authorized capital of $10,- 


NEWARK, N. J.—Industrial Shoe Re- 
pair Co., shoe repairer, incorporated 
with authorized capital of $10,000. 

New York Ciry.—Pasquale Criselli 
(110 Greenwich St.), shoes, and repair- 
ing, reported sold out to De Salvo 
Bros. 

Owl Bootery, shoes, etc., incorporated 
with authorized capital of $5000. 

Scherr Pattern Co., boots, rubbers, 
etc., filed voluntary dissolution. 


Ahead 


Christmas buying, the % 
<r % weg > reported 
peak ea. past rec- 

Credit, ante 
ao easy, a a commodity 
prices, ile decidedly 

ear oot of a year 
ago, give no indications of 
unwise buying. 
The purchast wer 
of a4 is u tedly 
higher at present than at 
any other time in the his- 
tory of the United States. 
Wages have not declined 
in sympathy with a reced- 
ing price level. The most 
important factor in déter- 
mining the volume df 
business is the consuming 
ability of the American 
public, which is deter- 
i in large measure, 
by the earnings of indus- 
trial labor. Rising wages 
are, therefore, a most en- 
— g sign, Rp ta 

a increased ovine 

duction sufficient to bring 
_about larger returns, to 
both employees and to all 
the other factors that 
have contributed to the 


Business reverses, in the 
shoe and leather trade, as 
reported in these columns 
this 258 f eA a 
against or the pre 
pe week. The ey 

of the indust 
hoc, aus are 
ao to a prosper- 


69 









Dry Goods Co., shoes, etc., incorporated 
with authorized capital of $10, 

PHILADELPHIA, Pa.—Harry M. Pit- 
kow (611 Market St.), wholesale and 
retail army and navy ‘goods, reported 
discontinued shoe line. 


Business Reverses 


San FRANcisco, CaL—Paul Van 
Dersal (Van’s Shoe moana (1262 Fill- 


more St.), shoes, reported petitioned 
into bankruptcy. 

BRIDGEPORT, CONN. — tz Leicht- 
man (383 Hancock Ave.), shoes, etc., 


reported petitioned into bankruptcy. 

ATLANTA, Ga.—Walter A. Day, shoes, 
es pede fg offering to compromise at 20 
per cent. 

CHICAGO, ILL.—Max Greenberg (4625 
S. Ashland Ave.), sheen, etc., reported 
petitioned into a, nkruptcy — reported 
receiver qqocinind. 

Jacob Traub (1856 W. Lake St.), 
shoes, etc., reported offering to compro- 
mise at 26 per cent. 

Boston.—Edward Adelson (Eddie’s 
Shoe Store) (30 Cross St.), ~ ag ig 
ported petitioned into bankrupte 

pees a Corp. (65 Fra St), 
mail order shoes, reported tion 
into bankruptcy. ga _— 

SALEM, mam. —Wood Stevens 
formerly shoe manufacturers, = ie 
nerpaet into bankruy 
=r eee wpe ane 

y re n n 
bankru oy ie ‘; 
cr ee it Mass.—Paffas 
Goods » 8 etc., reported 
tioned into bavire 

Detroit, Mich.— ax H. Marienthal 
(1127 Farmer St.), shoes, reported 
petitioned into bankru Hs ag 
St), shoes, = (8 oe Jefferson 

‘ re 
ees = po petitioned 

FLINT, ary ae BW ty DeGroot (also 
Roch ‘ , Shoes, reported 
tioned into bankru ay 


Utica, N. Y.— yman Abranowitz 
=a 19 oe Store”) (275 

u , Shoes, etc., reported 
tioned into bankru om of 


ptey. 
H Crry, N. oo 


Bargain Store, shoes, etc., reported 
petitioned into Big pth ou 
KLYN pa i B. ig 


(1704-A + hey Ave.), shoes, 
— meeting of creditors was Tet 


N. Y.—James Gorlin (506 
, Shoes, ete., reported peti- 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED When advertisers desire answers to come in our 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. 
LINES WANTED vertisers desire replies forwarded direct to their 
4c per word. Minimum Charge 75c. each word of their address must be counted in 

ALL OTHERS vertisement and paid for accordingly. 
7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 




















SALESMEN WANTED SALESMEN WANTED 








SALESMEN WANTED 


cuir a $550 $0 aes bm. Seok —-,% :> 4 oo <a in the 5 every 

Calf Skin Shoes. ess 5 car on _ Soor. een sam: a looking for a lar priced lin 
one & fast seller. Will be on display Morrison Hotel, Room 1124, Chicago, National Shoe scolne Sere nea ee ae 
Retailers’ Convention, January 8rd. with a short line of al Oxfords. 


COBLE SHOE COMPANY Humboldt, Tennessee Twenty numbers in 
Nebraska 

Illinois 

Missouri 

Kentucky 

gee g 

No. and So. Texas 


Salesmen Wanted SHOE SALESMAN Write now! Samples read 


1st. Applications kept a 


Real live-wire shoe salesmen with . ed. Wholesal fidential. Address C-524 
an opantiened trade in | ye = Experien ol e Boot and Shee Re Recorder, 207 South 
* ston, 


) 
Ball — Indiana — One of the t men’s shoe 
— Mexi North . 

aed bout Carctine--Tenma dort manufacturers. We will pay real 

and South Dakota—West Virginia money to real salesmen. Show 

Hy er ~~~ IE —e us a record and we will pay you 

ities all tm what you are worth. e want 1 

stock. Heferences inust accompany the best and are willing to pay Slipper Salesman 
m. ” ~ 

ard wonderful opportunity for right cation Akin GH oe Experienced, Whole- 


and Shoe Recorder, 207 ‘South St. Boot & Shoe Recorder, 207 sale Leather, Satin 


Boston, Mass. South St., Boston, Mass. and F elt Slippers 


One of the largest slipper man- 
ufacturers Ramet to ooo asd 
s services of experienc sales- 

A Real Opp ortunity men. Show us a record and we 
for a few high calibre salesmen to represent HONORBILT Men’s and Boys’ *will pay you what you are 
Welts, including exclusive feature shoes in Central States. Commissions based worth. None but experienced 


on 6%. Give references and 1926 sales in first letter. salesmen with a successful sell- 
ing record will be considered for 


F. MAYER SHOE CO., Milwaukee, Wisconsin the position. Please state con- 
nections for the past five years 
and give references from firms 
represented. 


AREAS OS PORE dior acorde, "Sor Sant 
Experienced Salesman with established trade to sell “OSTEO-PATH-IKS” Boston, Mass. 
—a complete advertising plan—only ten numbers—in stock—the follow- 


ing territories open: 
Illinois North Dakota 
Iowa 












































GAUESMEN WANTED—We can use several 

Pennsylvania more live wire salesmen to sell our line of 

Misstosteyps Soft Soles, Flexible Turns and Baby Flexible 

South Dakota Welts. Only experienced salesmen with an 
blished a 


tan 
Wien 
regon 
Give complete details and references in first letter. 


Allen-Spiegel Shoe Mfg. Co., Belgium, Wis. 





en for side line novelty 
rubber fi ‘s and Wisconsin. — 
Marion Rubber Co., Marion, Indiana. f 














Minneeot, Tow grade resident 
home Wisconsin, Iowa, trict, who can s 
Basten New ¥, New By and Alabama. commission basis. No other need 4 , little 
Side lines C-525, care Boot ee at " a7 samples 
and Shoe Recorder, 207 South St, Boston, ress C-535, i 
yr 207 South St., Boston, Mass. 


ALESMAN ED: to A. full Jine of PENING territory. rtuni for 
S 1 oe anally bag rks w! ae, ot Oo eh new te pe | Opportunity ns GRYERAL tisha sertnasion open. A 








26 


AL 
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SALESMEN WANTED SALESMEN WANTED 








SALESMEN WANTED 











Experienced Salesmen Wanted 
By a Well Known Manufacturer of High Grade Shoes 


Old established manufacturer of high grade shoes including a modish arch support line with an exclusive patented 
feature has an opening for two territory salesmen. Only high-calibre, reputable men who can show by past experience 
National advertising, established business 
and live leads. Permanent connection for men who will work and co-operate with the factory to sell the line and build 
up steady repeat business. Straight salary or salary and commission. State your experience and qualifications in first 
letter. Appointment will be arranged at the National Shoe Retailers Association Convention in Chicago on January 


they can produce sales can qualify for the desirable territories now open. 


4, 5, 6, or 7. Our own salesmen have been advised of this advertisement. 


Address reply to C-540, “Shoe Manufacturer” 
Care Boot and Shoe Recorder, Western Office, 189 West Madison Street, CHICAGO, ILLINOIS 











Children’s Welts 


Salesman with following wanted for a smart line of children’s welt shoes— 
complete advertising help for the merchant—in stock—following territories open : 














Alabama North Carolina 

Arkansas Ohic 

Florida klahoma 

Geo 

Idaho Pennsylvania | 

Iowa South Carolin 

Louisiana Tennessee 

M ur Texas 

Nebraska ‘ ia 
Washington 





Give complete details and references in first letter. 


The Gilbert Shoe Co., Belgium, Wisconsin 


SALESMAN WANTED. Line of .Womens’ 
McKays, Welts and Turns, to 
$6.00 to $10.00. We want a ye live sa 


accounts at competitive prices. In your 
cai state completely your past and anon ~4 
= duration, and approximate resu 

Also give references for Ce 

— —_ state minimum drawing 
count and territory preferred. is a 
opportunity for a Cw! and one with con- 
nections established could earn considerable 
money. Address C-532, care Boot and 
Recorder, 207 South St., Boston, Mass. 


ALESMEN — Make extra money ae 
hosiery. A — retailer. One 

F. R. Dougherty & Co., Inc., 217 ae 

St., Philadelphia, Pa. 


POSITION WANTED 


sss 


i| fe 

















Brooklyn and Long Island Territory 


We have an opening just now for a man to cover % of Brooklyn and all of 
Long Island. Must positively know the accounts and know where to place fast 
selling women’s novelties and wide ankles. Unusual opportunity. 


Goldman Bros. Shoe Co., 158 Duane St., New York City 











Wanted Shoe Salesmen 


By one of the leading shoe manufacturers of Cincinnati making women’s 
McKays and welts to retail from $7 to $10, for first—the States of Mich- 
igan and Wisconsin, and second—Arkansas, Mississippi, Louisiana, Ok- 
lahoma, where we have a large established business. Will consider only 
men who are now traveling in those States carrying similar lines and 
who have a good following. Will give attractive proposition to the right 


The Roth Shoe Mfg. Co. 
Cincinnati, Ohio 





ALESMAN for 5 ner eed Utah, Wyoming, 
S es Idaho, Wa Oregon, Kan- 








and 
St., 


LESMEN WANTED. 
eee eee —e 
ee 


Best 
Monthly 


territory. W. Cheabroagh, iat 








3 Boot 
Recorder, 9th floor, 239 yw. 39th St., New 
York, N. Y. 


POstzz0% WANTED. As manager of shoe 
department or = shoe store. 18 
ears experience. ising and 
uying. 1-A reference. ides C-533, care 

a and Shoe Recorder, 207 South St., Boston, 








OSITION WANTED—By thoroughly ex- 
P perienced shoe clerk. 18 years’ experience. 
Sat eaedion, Position. in Tadians or Mand 
ne Boe Address C- 331, awe Boot and Shoe 
Sines 207 South St., Boston, Mass. 





FOR RENT 


















i's . 
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LINE WANTED 





MERCHANT NEEDS 


MERCHANT NEEDS 





WANTED for Texas, Oklahoma and Louis- 
iana Misses’ and Children’s popular 
turns. Can be sold nicely with non-conflicting 
line. Only manufacturers of standing con- 
sidered. Address C-527, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





ANTED—Manufacturer’s line of snappy 

Women’s and Men’s shoes on Floor to 
retail from $4 to $6 for State of Iowa, from 
Jan. ist. Have established trade. Address 
C-511, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED FOR MINNESOTA LINE of 
mens’, ladies’ and children’s Hosiery, also 
ladies’ and children’s shoes by reliable sales 
organization. Address: Mr. Sanbeck, 422 
Plymouth Ave.,. Minneapolis, Minn. 








WANTED for State of California or Pacific 
Coast. Salesman with following 
among better class retailers, ain stores and 
jobbers is desirous of connections with repu- 
table line of popular priced women’s Novelty 
McKays and strong line of growing girl’s Mc- 
Kays or Welts. ight consider popular priced 
line of men’s dress welts. Can furnish excellent 
references. Address C-537, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





ANTED: Complete General line of shoes 
from jobber. uitable for Southern trade. 
Have large sample room. We help you watch 
srotite. . F. Wood, 804 Platt Street, Tampa, 
lorida. 





Lives WANTED for Southern Territory. 
have been connected with but one firm 
for the past ten years. Have wide acquaintance 
with best buyers in Southern States. Am 
familiar with men’s, women’s and children’s 
trade. Looking for strong line, preferably 
women’s shoes, for coming season. Best of 
references furnished. Address C-538, care Boot 
cod Shoe Recorder, 207 South St., Boston, 
ass. 








FOR SALE 








MONEY MAKER !! 


FOR THE DEALER 


A big seller when icy weather comes. 
50 cents. 

















ICE CREEPER 





Made in 3 sizes. 
No. 2—for ladies’ shoes or overshoes. 
No. 3—for men’s shoes and lumberman’s boots. 
Apply to your jobber. 
ordered direct from us will be sent C.O.D. 


CHURCHILL MFG. CO. 
278 Thorndike St.. 


or rubbers. 





eo Milbradt 
Ladders 


made for 40 years 

7 by the origina] in- 
- ventors. 

Made in all styles 

to suit any shelving 

- condition. 

i Get our price before 
- placing your order 


Milbradt 
Manufacturing Co. 
2416 Ne. 10th Street 
ST. LOUIS, MO. 








SHOE DEPARTMENT IN LARG- 
EST _SPECIALTY STORE IN 
RICHMOND, VIRGINIA 
Excellent corner location, established 
seventeen years. No stock to take over. 
The most beautiful shoe department in 

town. Apply 


DREYFUS & COMPANY 











FoR SALE: Shoe Store in growing Idaho 

town of 10,000 population. Good location 

and lease $5, 000 cash. Write C-518, care Boot 

ged Shoe Recorder, 207 South St., Boston, 
ss. 





OLD ESTABLISHED shoe business for sale 
in Toledo, Ohio, doing $45,000 annually. 
Will Sacrifice. Address C-529, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





iT baal S AND BOYS’ Shoe Store. Centrally 
located York, Pa. Will sell all or part 
stock. Fixtures very reasonable. Possession 


Immediately after January Ist. Write Sam 
Leibowitz, 107 North George St., York, Pa. 





DMINISTRATORS’ SALE—The _large 

stock of all kinds of footwear, including 
valuable furniture and fixtures, belonging to 
the late Peter W. Byer of Dansville, N. Y. 
Inquire of Robert Pratt, Atty. for administra- 
tors, Dansville, N. Y. 





FOR. SALE—Shoe Store in one of the best 
locations in Miami, Fla. Handling Men’s, 
Womens’ and Children’s shoes. Nice store, 
good windows, reasonable rent. Reason for 
selling retiri ring ieee <s Address P. O. 
Box 1784, lami, 





gna STORE FOR SALE. Knoxville best 

town South going Shoe Store, good lease, 

cheap rent. 3 years or longer. Wi 

Owner in bad health and must sell. Answer 

= Kreis-Keener Shoe Co., Inc., Knoxville, 
enn. 





Foe. ago ol One half interest in a shoe 

women’s a oe novelties, 
cauipned for A casey 3 day, S ex vt Se 
ness. Reason 


C-534, care Boot and oon ie 207 South 
St., Boston, Mass. 











THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 
(Trade Mark Reg. U. 8. Pat. Off.) 
The original and foundation -size 
stick on which all shoes were first 
measured and lasted. 
MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 










iriel> 


2 a 


Ne @ ¢ Be GRE RR eiietekiri sek 








$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple 


F. W. Whitcher Co., M Mfrs. 


Boston, Mass. 





Retails at 
No. 1—for cuban heels 


Price $4.00 per dozen. If 


pe 
WINDOW 
DISPLAY FI F tae 


SEGALLE! SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 








“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 
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BOX TOES 


618 BLACK KID 
Women's 2% to 8 $2.80 
Misses’ 11% to2 2.75 
Child’s 6 to 11 2.70 
No. 608 : 
PINK SATIN 


Women’s 2% to 8 
Miswes’ 11% to 2 





a 
gi ae 


Philadelphi« 


Years of experience in what the 
most exclusive stores want in 
Boudoir Slippers have made 
Greeley Boudoirs the leaders in 
beautiful styles—dainty materials 
and the craftsmanship which be- 

speaks the master. May we 
send you samples of this 
remarkable line? 


A. W. GREELEY 


Manufacturer 


Haverhill 





Mass. 
& 























STORE SUPPLIES 








IMMEDIATE 


SHIPMENTS 

Send for Catalog 

MER touate se 
SIN CINNAT!, O 


8 ~ ose oo 





i 
































SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


























bak Ti, 
LAS 9 


WEE ACHMA. Tech. 
PERMANENT MARK 


E.H.KLUGE 
WEAVING CO. 


z 


WISCONS 


—_=_=_—__—s s—_O_—COOO === 


Detroit Trade Reported 
Being Below Normal 


Derrorr—November has been a dis- 
appointment for the shoe merchants of 
Detroit. Conditions are 


situation only homperaty Merchants 
i c for a good Christ- 
mas business and for the spring. Con- 


siderable advance buying for spring 
indicates the belief that the future 
holds out every promise of being a 
i 
a Hack, expressed the opinion 
that business would be better for both 
manufacturers and retailers if 
merchandise was bought in ad- 
“I have bought the most of 
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Serves i in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boor anv SHoe Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 
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Next Week 
you will find 
in the 
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Now shoes are wanted from cow to slip- 
per instantly 


TOUCH of seasonable weather, 

keen rubber business and real 
Christmas selling in shoe stores, 
prefaces an optimistic look into 1927. 
The merchants of America tell what 
lies ahead, 


HE REcoRDER DeLuxe—an art 

treatment stimulating an appre- 
ciation of beauty in footwear, 
combines with several exceedingly 
practical suggestions on better mer- 
chandising. 
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ALPHA 
Wood Heel 

«Make Your Wood Heels Stay On / pss 


|, pried car tracks and other uneven. surfaces are disastrous 
to wood heels. The holding: power of ordinary attaching 
nails is inadequate to withstand the quick wrench given the 
heel after it has been caught in the vice-like grip of a car Persia hsedrcnctlers fvsstaliie 
track. Consequently, the heel is either loosened or lost. regrets by insisting on the use of 


The number of wood heels lost in this manner is surprisingly Axrua Woop Hast Scaawsdyrhe 
d should demand the attention of hoe retailer | (0 Oe 
arge and shou ema € attentio . of every shoe detail that will safeguard your 
and manufacturer. The greater holding power of ALPHA customer and help create goodwill 
Woop Hes Screws practically eliminates the embarrass- 


ment and danger caused by a lost wood heel. 
Specify them in all your shoes. 


United Shoe Machinery Corporation . 
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